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After  many  years  as  a  prescription 
favourite  Labiton  is  now  available  in  a 
new  OTC  pack. 

The  new  200  ml  bottle  will  be  sold 
exclusively  through  retail  pharmacies 
and  has  been  designed  to  brighten  your 
shelves  and  to  empty  them  quickly! 

The  Labiton  Kola  and  Vitamin  formula 
is  tried  and  trusted  and  pleasant  to  taste, 
It  contains  natural  extract  of  Kola  Nuts 
and  caffeine  to  overcome  tiredness  and 
listlessness  plus  Vitamin  B,  to  make  up 
deficiency  resulting  from  recent  illness  or 
anorexia. 

When  your  customers  buy  Labiton 
Kola  Tonic  we  expect  them  to  come  back 
for  more. 


Labiton  IS  a  Irademark 


Laboratories  for  Applied  Biology  Limited,  91  Amhurst  Pork,  London  N16  5DR 
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^-.^r^ggO^OO'Jtl  Last  year's  amazing  TV  success! 

Search  sales  rose  by  a  staggering  30% 
throughout  1984.  And  the  entire  Sensodyne 
Toothbmsh  range  shared  in  the  success. 


^Q  OOi&'j  This  year's  £1  million  cam- 
paign  iidll  bring  even  more 
profits.  Sensodyne  Toothbmshes 
have  an  unequalled  growth  record 
over  many  years  - 1985 
will  show  more 
growth  and 


Sensodyne 
Search  is  the  fastest 
growing  premium 
pHced  brand. 

/   J      rhis  means  more  mid  more 
sales  and  big  profits  on 
every  sale! 


profits. 


^EqQfi         Sensodj^e  is  the  biggest 
^    ^pjjg^z^  advertiser  to  Dentists. 

y    Independent  research  proves  that  Dentists 
y'    prefer  the  design  of  Sensodyne  Search  to 
'     other  recently  launched  toothbmshes. 

a^|fiUQfli^  o     iodyne  has  the  most  comprehensive 
^^"^  family  range.  There's  a  toothbmsh  to  meet 
the  needs  of  ALL  your  customers. 

jO^OO^  You  can  take  the  fiill  benefit  from  our  pre-TV 

bonus  deals  and  free  display  stands.  Act  now. 
Contact  your  Stafford-Miller  representative  or  ring  Hatfield  61151. 

Sensodyne  Toothbrushes 

Bigger  Sales  for  Bigger  Profits. 
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With  the  advent  of  the  limited  list 
pharmacists  are  under  increasing 
pressure  from  the  OTC  medicine 
manufacturers  to  expand  display 
of  their  products.  However,  the  Pharmaceutical 
Society's  guidelines  impose  constraints: 
"Medicines  for  sale  should  normally  be 
displayed.  Those  restricted  to  sale  from 
pharmacies  should  not  be  accessible  to  the 
public  as  this  could  constitute  a  danger  to  health. 
Other  medicines  should  not  be  displayed  on  self- 
selection  where  there  is  a  possibility  that  they 
might  be  obtained  without  the  intervention  of  a 
pharmacist  or  a  suitably  trained  person." 

Last  week  Reckitt  &  Colman's  sales  manager 
John  Porter  (p939),  suggested  pharmacists 
should  rethink  and  remerchandise  their 
medicines  sections  by  market  shares. 

This  week  the  executive  director  of  the 
Proprietary  Association  of  Great  Britain,  John 
Wells,  urges  pharmacists  to  display  medicines  to 
best  advantage  within  Society  guidelines.  But  he 
goes  further  in  suggesting  the  profession  should 
look  carefully  at  the  way  it  supervises  medicine 
sales,  and  should  consider  making  P  medicines 
more  accessible  to  the  public.  His  view  is  that 
when  the  public  is  introduced  to  a  product 
through  the  new  wave  of  OTC  medicine 
advertising,  they  will  want  to  handle  and 
compare  that  product  with  others  before  asking 
the  pharmacist  for  advice.  That  we  should  see  as 
a  backward  step  m  encouraging  customers  to  ask 
questions:  Medicines  Act  requirements  and  the 
PAGB's  own  laudable  guidelines  on  labelling 
have  ensured  that  once  the  pack  has  been 
examined,  customers  are  likely  to  feel  confident 
1985 


COMMENT! 


about  making  up  their  own  minds. 

Perhaps  a  half-way  house  would  be  for 
product  information  leaflets  and  dummy  packs  to 
be  made  available  for  examination,  the 
opportunity  for  intervention  (and  hence  proper 
supervision)  coming  when  the  product  itself  is 
requested.  Even  then  we  are  not  totally 
convinced,  because  the  pharmacist  would  be 
faced  with  always  offering  negative  advice,  or 
confirming  the  customer's  decision,  neither 
calculated  to  engender  an  advice-seeking  habit. 

What  is  certain  is  that  the  pharmacist  must 
capitalise  on  his  dominant  75  per  cent  share  of 
the  OTC  medicines  market. 

We  believe  the  pharmacist  must  learn  to 
operate  within  the  existing  guidelines. 
Relegating  the  pharmacist  to  a  rubber  stamp  role 
in  the  advice  chain  is  not  in  the  interests  of  the 
patient,  or  utilising  the  expertise  of  the 
pharmacist  m  the  way  that  is  now  legally 
required.  If  the  pharmacists'  supervisory  role  is 
undermined  m  any  way  then  the  profession  is 
diminished  and  its  usefulness  put  in  peril. 
"Another  Voice":  this  week,  C&D  introduces  a 
new  series  of  articles  that  will  air  views  not 
normally  appearing  in  our  pages.  We'll  be 
talking  to  a  wide  assortment  of  people,  all 
involved  in  activities  that  affect  community 
pharmacy  in  one  way  or  another,  and  all  with 
their  own  vision  of  where  the  profession  should 
be  going.  We  start  on  page  994,  with  a  look  at 
dispensing  doctors'  champion  David  Roberts. 

Always  forthright,  often  provocative, 
there  may  be  times  when  "Another 
voice"  makes  you  angry.  But  we  hope 
it  will  also  make  you  stop  and  thmk. 
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Blacklist  has  mixed 
effect  on  business 

The  blacklist  seems  to  have  had  a  varying  effect  on 
pharmacists'  business  during  its  first  month  of  operation.  While 
it  may  be  a  little  too  early  to  say  for  sure  what  the  long  term 
changes  will  be.  a  North/South  split  —  items  up  in  the  South, 
down  in  the  North  —  seems  to  be  emerging. 


Pharmacist  Carl  Bedford  m  Leicester,  has 
certainly  noticed  that  sort  of  trend.  His 
items  are  slightly  up  compared  to  April 
last  year,  whereas  one  colleague  in  North 
Yorkshire  was  about  10  per  cent  down,  he 
says. 

People  in  the  South  are  perhaps  more 
able  to  look  after  themselves  and  will  not 
accept  they  cannot  have  anything  —  they 
probably  go  to  their  doctor  and  ask  for  an 
alternative,  Mr  Bedford  suggested. 

Mr  Bedford  has  also  noticed  that 
people  have  been  very  quick  to  settle  for 
an  alternative  when  they  learn  they  will 
have  to  pay  for  a  blacklist  item  they  had 
had  prescribed  before.  So  now  pholcodine 
linctus  is  OK  whereas  before  it  had  to  be 
Benylm  or  Actified,  he  says. 

But  there  have  been  more  people 
buying  items  on  private  script  than  Mr 
Bedford  would  have  anticipated,  and  he 
has  had  to  take  products  back  into  stock  to 
accommodate  them. 

Despite  that  Mr  Bedford  feels  the  only 
real  gap  in  the  white  list  is  a  soluble 
analgesic  based  on  paracetamol:  "That's 
the  biggest  ommission  from  the  list,"  he 
says. 

In  the  South  David  Morgan  in 
Guildford,  told  C&D  items  were  up  in 
April,  although  he  is  not  sure  if  that  is 
because  of  the  blacklist.  Indeed,  he  and 
other  pharmacists  C&D  spoke  to  said  the 
increased  numbers  could  be  due  to  the 
colds  and  flu  still  around  at  the  beginning 
of  the  month. 

Mr  Morgan  has  noticed  very  little 
private  prescribing. 

On  the  ore  side,  although  it  is  difficult 
to  judge,  says  Mr  Morgan,  there  has  been 
an  upswing,  particularly  m  analgesics. 
And  there  has  been  a  trend  to  people 
buying  their  own  cough  mixtures,  but  that 
could  be  because  of  the  £2  prescription 
charge,  he  says. 

Still  m  the  South,  David  Poile  in 
Tonbridge,  said  his  NHS  business  was 


telephoning  doctors  about  disallowed 
products  on  FPIO.  He  also  says  that  some 
customers  are  confused,  thinking  they  can 
buy  Distalgesic  and  the  like  over  the 
counter. 

Going  against  the  Southern  trend  of 
increased  NHS  business,  some 
pharmacists  in  London  and  one  in 
Southend,  have  noticed  a  drop  of  up  to  15 
per  cent. 

lerry  Shulman  in  London  said  he  has 
had  12  per  cent  more  private  scripts 
compared  to  this  time  last  year.  But  he  has 
not  seen  any  significant  change  in  the 
ore  side. 

David  Reid  in  Southend,  attributed  the 
drop  in  script  numbers  to  increased  script 
charges  and  some  doctors  using  the 
limited  list  scheme  as  an  excuse  to  wean 
some  patients  off  benzodiazepines. 

David  Coleman  m  Norwich,  has  seen 
some  increase  m  NHS  items  but  stresses 
that  it  IS  difficult  to  spot  a  trend  on  one 
month's  figures.  He  said  that  there  was  no 
significant  prescribing  of  cough  mixtures 
m  his  area  and  there  was  still  quite  a  lot  of 
illness  around  at  the  beginning  of  April. 

He  too  has  seen  a  few  blacklist  items  on 
FPlOs  but  thinks  these  were  mainly  repeat 
items  where  patients'  treatment  cards  had 
not  been  changed  to  a  white  list  item. 

He  hasn't  noticed  any  real  change  in 
ore  business. 

Pharmacists  in  Scotland  have  suffered 
a  significant  drop  with  items  some  15  to  20 
per  cent  down  and  in  some  areas  as  much 
as  33  per  cent  down. 

A  pharmacist  in  Glasgow  told  C&D 
that  the  list  seemed  to  have  triggered  some 
cost-cutting  conscience  in  doctors.  Many 
were  not  prescribing  alternatives  to 
blacklist  medicines  but  telling  their 
patients  to  go  along  to  their  pharmacist 
and  buy  something.  Despite  that,  the  OTC 
business  has  not  gone  up  significantly  — 
not  enough  to  compensate  for  the  loss  in 
NHS  business. 


roughly  similar  to  last  year.  Any  increase 
was  probably  due  to  him  doing  the  bank 
holiday  rota,  he  told  C&D.  He  noticed 
qiute  a  lot  of  blacklist  items  coming 
through  and  has  spent  quite  a  lot  of  time 


A  health  centre  is  to  be  built  at  Stanhope 
Parade,  South  Shields,  Tyne  &  Wear  for 
the  Northern  RHA,  but  work  has  not  yet 
gone  out  to  tender. 


Monopolies  start  \ 
to  crumble 

The  year  1 984  saw  the  walls  of  the 
institutional  Jerichos  begin  to 
crumble,  says  Sir  Gordon  Borrie, 
Director  General  of  Fair  Trading,  in 
his  annual  report. 

He  draws  attention  to  the  break-up  of 
the  opticians'  dispensing  monopoly  and 
the  new  freedom  of  solicitors  and 
accountants  to  advertise  their  services  to 
the  public. 

Sir  Gordon  questions  whether  the 
Insolvency  Bill  goes  far  enough  to  protect 
consumers  when  companies  go  bankrupt: 
"I  am  firmly  of  the  opinion  that  legislation 
is  needed  to  protect  the  consumer  against 
the  situation  where  a  company  goes  cold- 
bloodedly into  liquidation,  leaving  its 
customers  at  the  tail  end  of  the  creditors' 
queue,  but  re-appears  —  sometimes  withm 
weeks  —  trading  under  a  new  name." 

There  is  a  greater  willingness  in 
commercial  circles  to  take  notice  of 
customers'  points  of  view,  he  feels. 

Consumer  complaints  were  up  by 
83,727  to  648,  425,  with  complaints  about 
professional  services  up  to  20,991  from 
15,178.  As  these  figures  relate  to 
consumers  who  felt  sufficiently  aggrieved 
to  seek  Advice  from  a  local  authority  or 
Citizens'  Advice  Bureau,  they  must  be 
regarded  as  the  tip  of  the  iceberg,  says  the 
OFT. 

Of  the  17,371  applications  for 
consumer  credit  licences  16,683  were 
granted.  As  in  previous  years  the  motor 
trade  accounted  for  the  largest  share  of 
adverse  decisions.  The  home  improvement 
sector  and  cases  involving  money-lenders 
were  also  prominent. 

The  Director  General  used  his  Fair 
Trading  Act  powers  to  obtain  68  written 
assurances  from  traders  promising  future 
good  business  behaviour,  the  highest 
figure  yet  for  a  single  year. 


Summer  Order 

The  new  Veterinary  Drugs 
(Prescription  Only)  Order  is  to  be 
signed  later  this  Summer. 

The  new  Order  does  not  alter  the  legal 
category  of  any  products  currently  on  the 
market,  but  makes  it  clear  that  POM  drugs 
should  not  be  sold  or  supplied  except 
within  the  terms  of  the  product  licence. 

Schedule  1  of  the  Order  specifies  the 
circumstances  in  which  licensed  products 
may  be  sold  or  supplied  other  than  m 
accordance  with  a  veterinary  prescription. 
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NEWS 


'Rubber  stamps' 
breach  ABPI 
Practice  Code 

A  number  of  drug  companies  have 
breached  the  industry's 
promotional  code  by  issuing  GPs 
with  rubber  stamps  Hsting  generic 
formulae  for  blacklisted  brands,  the 
Association  of  the  British 
Pharmaceutical  Industry's  Code  of 
Practice  Committee  has  decided. 

The  Committee  takes  the  view  that 
clause  two  of  the  code  has  been  breached. 
It  has  asked  the  ABPI  to  write  to  members 
informing  them  of  its  decision,  in  view  of 
the  current  interest. 

Sterhng-Winthrop  are  planning  an 
appeal  agamst  the  decision,  even  though  it 
was  announced  after  Minister  for  Health 
Kenneth  Clarke  effectively  banned 
"rubber  stamp"  prescribing  from  May  1. 

Company  spokesman  Mr  V.  Ripley  told 
C&D:  "Our  concern  is  not  to  try  and 
resurrect  something  that  has  been 
disposed  of.  We  would  wish  to  clear  the 
company's  reputation." 

Mr  Ripley  defended  the  company's 
original  decision  to  introduce  rubber 
stamps  as  legally  sound.  "We  took  legal 
advice  before  even  going  down  this  road. 
Since  the  Minister's  announcement  we 
have  taken  external  legal  advice  which 
says  our  view  of  what  the  Regulations 
permit  is  sound." 

However,  the  company  did  not  want  to 
get  involved  in  a  complicated  dispute  with 
the  Government  just  for  the  sake  of  scoring 
"Brownie  points",  he  said.  To  argue  against 
the  Government's  position  would  cause  too 
much  aggravation  for  both  pharmacists 
and  doctors. 

An  ABPI  spokesman  was  not  prepared 
to  comment  on  individual  cases. 


Low  insulin 


PATA  success  in 
RPM  fight  

The  president  of  the  Proprietary 
Articles  Trade  Association, 
community  pharmacist  Carl 
Bedford,  says  the  Association  had 
been  highly  successful  in  getting 
price-cutters  to  set  prices  to  the 
correct  level. 

The  Association  had  dealt  with  250 
cases  of  price-cutting  by  general  retailers 
in  1984,  he  told  the  annual  meeting  last 
week.  Each  case  involved,  on  average, 
five  separate  products.  Association  action 
so  far  had  resulted  in  80  per  cent  of  those 
retailers  pricing  correctly  —  the 
remaining  20  per  cent  were  being  actively 
followed  up. 

"We  gratefully  acknowledge  the  help 

Dental  plaque 
not  awarded 

Oral-B  Laboratories  and  Braun  are 
among  companies  brought  before 
the  Advertising  Standards 
Authority  recently. 

Beecham  complained  about  an 
advertisement  for  Oral-B  Zendium 
toothpaste.  The  advertisement  claimed 
Zendium  combines  fluoride  with  natural 
enzymes  "which  actively  prevent  plaque 
build-up."  Beecham  said  this  claim  was 
misleading  m  that  it  implied  the  toothpaste 
completely  prevented  plaque. 

Oral-B  also  made  the  claim  that 
Zendium  "protects  teeth  and  gums  better 
than  ordinary  fluoride  toothpaste." 


of  community  pharmacists  in  achieving 
this  effective  result,"  Mr  Bedford  said. 

The  number  of  cases  dealt  with  was 
higher  than  usual  because  more  cases  had 
been  brought  to  the  Association's  notice  as 
a  result  of  a  successful  attempt  to  raise  the 
PATA's  profile.  Mr  Bedford  said  it  was  not 
that  price-cutting  was  on  the  increase. 

This  increase  in  the  contact  with 
members  and  the  undertaking  of  general 
promotional  work  had  been  made  possible 
by  the  strengthening  of  the  PATA's 
financial  position,  which  was  now  on  a 
satisfactory  footing.  There  had  been  an 
increase  m  subscriptions  from 
manufacturers  which  were  now  based  on 
turnover,  rather  than  a  fixed  sum. 

Mr  Bedford  said  he  was  confident  the 
expansion  of  the  Association's  work  would 
continue  and  be  marked,  as  it  had  been 
this  year,  by  a  greater  co-operation 
between  retailers  and  manufacturers. 


Beecham  contested  this. 

The  committee  asked  Oral-B  to 
provide  evidence  of  Zendium's 
superiority:  It  later  held  the  data  submitted 
was  insufficient  to  confirm  this. 

Oral-B  were  advised  of  this,  and  the 
committee  noted  that  the  particular 
advertisement  was  not  currently 
scheduled  to  appear  again. 

A  Braun  leaflet  for  retailers,  brought  to 
the  ASA's  attention  by  Anglo  Continental 
Clock  Co,  claimed  Braun  were  the  first 
company  to  advertise  a  clock  on 
television.  Anglo  Continental  complained 
this  was  untrue,  as  they  had  been 
advertising  their  clocks  on  television  for 
four  consecutive  years  from  1979. 

Braun  told  the  committee  that  the 
leaflet  had  been  worded  m  good  faith  and 
undertook  not  to  make  that  claim  again. 


Because  demand  is  so  low  Wellcome  are 
discontinuing  Neusulin  80iu  per  ml; 
Semilente  80iu  per  ml;  Ultralente  40iu  per 
ml,  and  Ultralente  80iu  per  ml.  A  few 
stocks  may  be  available  from  wholesalers 
and  small  quantities  can  be  supplied 
direct  from  Wellcome  at  Crewe,  on 
request.  However,  these  stocks  will  carry 
very  short  expiry  dates  and  should  only  be 
used  to  satisfy  immediate  needs:  "Patients 
still  receiving  these  insulins  should  be 
referred  for  transfer  to  a  lOOiu  per  ml 
strength  msulm  as  soon  as  possible  say 
Wellcome  Foundation  Ltd,  Crewe  Hall, 
Crewe,  Cheshire. 
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For  25  years 
the  first  choice  of  doctors 


the  most  effective  way  of  loosening  ear  wax 

CERUMOL  is  also  available  to  customers 
over  the  counter  When  your  customers  ask  your 
advice  about  'blocked  ears',  you  know  you  can 
recommend  CERUMOL  with  confidence. 

proven  in  practice 

Cenimol  is  a  trade  mark 


® 


ll  Laboratories  for  Applied  Biology  Limited  91  Amhurst  Park  London  N16  SDR. 


'Rubber  Stamp' 
guide  on  way 
from  PSNC 

The  Pharmaceutical  Services 
Negotiating  Committee  is  shortly  to 
mail  contractors  with  a  guide  to 
brands  which  can  no  longer  be 
dispensed  against  generic  formula 
or  rubber  stamp  scripts,  following 
last  week's  announcement  that 
contractors  would  no  longer  be  re- 
imbursed for  dispensing  such 
scripts. 

Executive  officer  Peter  Boardman  says 
a  lot  of  contractors  liave  been  inquiring 
about  the  announcement  {C&D  last  week 

How  GPs  price 
private  scripts 

Dispensing  doctors  appear  to  be 
using  two  methods  for  pricing 
private  prescriptions.  One  using 
straight  MIMS  prices  and  another 
using  a  "MIMS  prices  plus"  system. 

Dispensing  Doctors  Association 
chairman  Dr  David  Roberts  told  C&D  this 
week  (see  p994)  that  he  uses  the  prices  in 
M/MS  which  are  calculated  from 
guidelines  issued  by  the  Pharmaceutical 
Society.  And  that  is  the  method 
recommended  by  the  General  Medical 
Services  Committee. 

Dr  David  Smith,  who  writes  the 

distribution  is 
a  stocking  key 


p894),  but  points  out  that  the  Committee 
has  negotiated  a  period  of  grace  until 
pharmacists  can  officially  be  informed  of 
the  ruling. 

Branded  products  which  can  no  longer 
be  prescribed  using  the  loophole,  include 
Asilone  tablets,  Actified  tablets,  Lobak, 
Norgesic,  Limbritol,  Libraxin,  Maalox 
tablets,  Orovite  tablets  and  sachets, 
Panadeine  soluble  and  others  —  PSNC 
lists  around  25  in  its  letter. 

Liquid  preparations  have  never  been 
permitted. 

There  is  no  information  as  to  how 
widespread  the  practice  of  prescribing  by 
formula  is,  as  the  Prescription  Pricing 
Authority  has  not  yet  received  April's 
scripts. 

But  judging  by  the  number  of  chemists 
who  have  inquired,  Mr  Boardman  thinks  it 
is  fairly  widespread. 


"Dispensing  Doctor"  column  m  MIMS 
Magazine,  says  in  the  latest  issue  that  he 
and  his  partners  decided  to  use  the  MIMS 
price  (presumably  trade)  as  a  starting 
point,  then  add  15  per  cent  VAT  and 
finally  include  a  supplement  of  £1  as  a  flat 
rate  charge  for  each  privately  prescribed 
item. 

Like  Dr  Roberts,  Dr  Smith  says  that  he 
expects  that  blacklist  supplies  will  be  few 
in  numbers  but  that  he  would  sell  Actified 
Compound  because  the  white  list  cough 
medicines  are  "unduly  restrictive". 

Nasal  sprays  are  also  being  sold,  he 
says.  And  he  and  his  partners  are  violently 
opposed  to  the  list  of  allowable 
benzodiazepines.  Dr  Smith  says  he  will  sell 
Tranxene  and  Frisium  and  would  also 
stock  Dalmane. 


pharmacists  mentioned  M&B  in  this 
context,  but  this  year  43  per  cent 
mentioned  them  spontaneously. 

A  higher  proportion  of  respondents 
were  satsified  with  the  services  M&B 
provides  and  spontaneous  awareness  of 
the  company's  products  has  risen  to  over 
80  per  cent  since  1983.  Current  stocking 
of  most  brands  has  also  shown 
considerable  improvement,  say  M&B. 

When  asked  about  the  perceived 
importance  of  advertising  "P"  licensed 
products  to  consumers,  almost  three 
quarters  of  pharmacists  claim  that  it  is  very 
or  fairly  important,  with  one  third 
specifically  mentioning  television 
advertising.  Other  promotional  support 
expected  from  OTC  manufacturers 
mcluded  point  of  sale  material  —  56  per 
cent  of  the  sample  claimed  to  use  an  M&B 
display  unit.  More  than  half  these  users 
claimed  that  the  unit  had  a  positive  effect 
upon  sales. 


This  fine  example  of  eighteenth-century 
English  delftware  is  one  of  four  drug  jars  in 
an  auction  of  British  and  Irish  ceramics  at 
Sotheby's  on  Tuesday,  May  21 .  There  are 
also  three  syrup  jars  dating  from  1700-50. 
The  jar  is  expected  to  fetch  between  £300 
and  £500 

No  terms  breach 
by  generic'  GPs 

The  General  Medical  Services 
Committee  is  advising  doctors  that 
they  are  not  in  breach  of  their  terms 
of  services  to  prescribe  by  generic 
formula  for  blacklist  items,  in  spite 
of  last  week's  announcement  by  the 
Minister  for  Health. 

But  the  GMSC  is  also  pointing  out  that 
pharmacists  have  been  told  that  they  will 
not  be  reimbursed  for  any  such  script, 
unless  it  complies  with  DHSS  guidelines, 
and  as  such  will  probably  send  the  patient 
back  to  the  surgery.  "Doctors  would  wish 
to  minimise  the  inconvenience  to  patients 
and  this  should  be  borne  in  mind." 

GMSC  chairman  Dr  Wilson  told  C&D 
he  was  most  concerned  about  the  way  the 
situation  had  been  handled  "in  suggesting 
that  doctors  and  pharmacists  have  been 
trying  to  evade  the  Regulations  when  they 
have  in  fact  been  following  information 
provided  directly  from  the  DHSS". 


Spectrum  s  PL  (PI) 

Spectrum  Marketing  have  been  granted 
their  first  parallel  import  product  licence 
for  Natrihx  2.5mg  (PL  3787/0031), 
according  to  director  Paul  Balcombe.  No 
announcement  has  yet  been  published  m 
ihe  London  Gazette. 


Three  quarters  of  pharmacists  rate 
pharmacy-only  distribution  as  the 
most  important  factor  when 
deciding  which  manufacturers' 
products  to  stock,  according  to  a 
recent  survey  by  May  &  Baker. 

Being  a  well-established  company  and 
offering  discounts  have  become  slightly 
less  important,  but  bonuses  on  individual 
brands,  an  efficient  ordering  system,  and 
m  particular,  consumer  orientation  have 
all  become  more  critical. 

M&B  claim  to  be  considered  by  retail 
pharmacists  to  be  among  the  top  three 
most  active  companies  m  the  field  of  self 
medication,  and  are  ranked  with  Beecham 
and  Wmpharm  as  being  leaders  m  the 
field.  In  1983,  only  18  per  cent  of 
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^hnews^  —topical  reflections 

by  Xroyser 


Forged  CD 
script  perils 

Pharmacists  who  dispense 
Controlled  Drugs  on  forged 
prescriptions  face  prosecution  and 
conviction  in  the  courts  —  even  if 
they  do  not  know  they  are  dealing 
with  forgeries,  the  High  Court 
decided  last  week. 

It  is  up  to  pharmacists  to  take  all 
precautions  to  ensure  that  prescriptions 
are  genuine  and  so  avoid  committing  an 
offence,  ruled  Mr  Justice  Farquharson  and 
Mr  Justice  Tudor  Evans.  The  judges 
rejected  an  argument  that  chemists  were 
not  guilty  of  an  offence  unless  it  could  be 
shown  that  they  had  dispensed  Controlled 
Drugs  knowing  that  a  forgery  had  taken 
place. 

They  allowed  an  appeal  by  the 
Pharmaceutical  Society  against  a  Wells 
Street  stipendiary  magistrate's  decision, 
last  June,  not  to  convict  a  London 
Pharmacy,  Storkwain  Ltd,  of  unlawfully 
selling  Controlled  Drugs  from  their 
premises  in  Edgware  Road,  Paddington. 

The  magistrate  had  dismissed  the  case 
after  holding  that,  although  the  drugs 
were  obtained  on  forged  presciptions,  no 
guilty  knowledge  had  been  proved  against 
the  pharmacy. 

Overturning  that  decision,  the  judges 
held  that,  under  the  1968  Medicines  Act, 
pharmacists  were  under  a  strict  liability 
not  to  break  the  law  and  the  defence  of 
"no  guilty  mind"  could  not  apply. 

Lawyers  for  Storkwain  are  considering 
appealing  to  the  House  of  Lords  against 
the  ruling  on  strict  liability. 


Generics  list 

This  week's  Price  List  Supplement  contains 
additions  to  the  PIP  codes  published  in  the 
C&D  Generics  List  on  p28.  It  also  contains 
amendments  to  the  Drug  Tariff  (England 
and  Wales)  prices  for  generics  —  the  C&D 
Generics  List  should  be  altered 
accordingly. 

Ciba-Geigy  Pharmaceuticals  are 

seeking  approval  for  a  new  laboratory 
building  and  a  new  restaurant  at  Stamford 
Lodge,  Altrincham  Road,  Morley,  near 
Wilmslow,  Cheshire. 


North  Manchester  Health  Authority  plan 
a  single  storey  extension  to  a  pharmacy 
building  at  the  North  Manchester  General 
Hospital,  Delauneys  Rd,  Crumpsall, 
Manchester. 


Bounced  by 
rubber  stamps? 

"When  is  May  1?"  I  asked  myself  this  as  I 
read  last  week  that  rubber  stamp  scripts 
listing  the  ingredients  for  things  like 
Panadeine  or  Solpadeine  are  to  be 
disallowed  by  the  DHSS  from  that  date. 
Since  I  didn't  leam  of  this  until  the 
Chemist  &  Druggist  arrived,  this  seems  a 
bit  unfair  to  me,  particularly  as  some  of  our 
local  GPs  have  been  using  these  stamps 
pretty  freely  and  I  have  felt  obliged  to 
dispense  them. 

When  I  hear  "Action  will  be  taken 
against  any  doctor  or  pharmacist  who 
continues  to  try  to  evade  the  regulations,"  I 
get  really  nasty.  What  am  I  supposed  to  do 
when  I  get  a  script  calling  for  these  items 
when  listed  as  ingredients? 

On  one  hand  we  have  the  ludicrous 
situation  where  we  can  dispense 
Distalgesic  so  long  as  it  is  ordered,  either 
by  ingredient  names,  or  as  a  newly 
brewed-up  non-proprietary  name,  but  not 
by  its  brand  name.  On  the  other  hand,  we 
apparently  now  cannot  supply  other 
branded  off-the-list  analgesics,  even  when 
the  ingredients  are  ordered. 

Frankly,  I  don't  see  it  as  our  job  to  be 
watchdog  on  the  manouevres  between 
manufacturers  and  their  doctor  subjects. 
We  have  an  obligation  to  supply  what  the 
doctor  orders.  If  he  drops  a  clanger  or 
tries  to  outwit  the  system  in  some  other 
way,  then  plainly  it  is  he  who  ought  to  bear 
the  cost  and  any  penalty.  We  should  not,  as 
we  neither  generate  the  scripts  nor  benefit 
from  the  transaction  other  than  by  the  fee 
for  the  dispensing  function. 

Limitless  fun 
with  blacklist 

I  am  agreeably  surprised  to  find,  on  my 
first  rough  check  of  scripts,  little  apparent 
change  in  numbers.  There  was  far  less 
hassle  from  customers  than  I  would  have 
expected  too  have  had. 

All  those  blue  pamphlets  which  arrived 
to  help  defuse  the  tension  we  dreaded  have 
not  been  needed,  and  have  now  passed  to 
the  dispensary  as  weighing  papers.  Thank 
you.  Minister  for  Health,  thank  you! 

There  were  one  or  two  problems  from 
the  more  neurotic  patients,  though.  One 
sent  a  taxi  down  with  private  scripts  for 
Serenid,  100,  plus  one  repeat.  We  had  run 
our  stock  down  and  could  not  supply  more 
than  60,  so  gave  that,  with  a  note 
explaining  the  problem,  "40  to  follow  and 
one  more  repeat  for  100  available  later," 


charging  the  messenger  full  price,  plus  fee 
for  the  100. 

Minutes  later,  I  had  a  screaming 
woman  on  the  phone  demanding  the 
whole  lot,  repeat  and  all,  as  she  might  go 
on  holiday,  etc,  and  that  she  wouldn't  pay 
the  taxi  man.  To  my  surprise  I  found  myself 
telling  her  in  a  cold  dispassionate  voice, 
that  I  might  go  for  a  holiday  too,  but  as 
stock  was  not  available,  I  could  give  her 
neither  the  balance,  nor  the  repeat,  until 
the  prescribed  period  was  up. 

Whether  she  paid  the  taxi  was  nothing 
to  do  with  me,  I  said.  I  told  her  that  when  I 
delivered  the  balance  the  next  day  I  would 
also  return  her  private  script  so  in  future, 
she  could  take  it  to  one  of  the  "plenty  of 
other  chemists  who  would  serve  better." 
"Goodbye,"  I  said  to  the  sudden  silence, 
and  hung  up. 

Today  the  fat  white  lump  herself  oozed 
into  my  pharmacy,  for  the  first  time  in 
years,  smiling  as  though  nothing  had 
happened,  asking  for  her  tablets,  even 
though  I  had  taken  them  up  to  her  house, 
myself,  two  days  ago.  And  I  thought  I  had 
freed  myself! 


Hair  piece  

The  hair  care  market  is  both  buoyant  and 
changing.  I  found  the  articles  in  last  week's 
issue  full  of  interesting  news  of  trends  and 
manufacturers'  attitudes.  If  we  accept  that 
Reckitt,  Elida  Gibbs  and  Beecham 
dominate  the  market,  perhaps  evenly 
between  them  for  all  I  know,  there  is  no 
doubt  in  my  business  which  company  has 
been  the  most  assiduous  in  tending  its 
pharmaceutical  customers  and  has  gained 
the  most. 

Without  question  Elida  Gibbs  have 
creamed  off  my  sales,  by  continuous 
support,  year  after  year  —  their  products 
take  nearly  half  my  sales.  They  even  make 
it  profitable  for  me,  as  well  as  themselves 
and,  as  an  added  bonus,  have  the  most 
sensible,  compact  invoices  of  all  the 
suppliers  I  deal  with. 

L'Oreal  come  second,  followed  by 
Wella  and  then  Beecham.  Reckitt  are  only 
represented  by  an  occasional  pack  of 
hairspray  when  there  is  a  special  offer 
from  the  wholesaler.  Ten  years  ago  it  was 
different  with  the  three  major  firms  evenly 
placed. 

It  IS  not  surprising  then  to  find  Reckitt 
saying  the  independent  sector  is  falling 
back  (from  14.3  per  cent  to  9.8  per  cent 
from  1983  to  1984).  Beecham  have  been 
coming  across  with  better  deals  for  us 
lately  which  is  good  to  see.  Maybe  Reckitt 
will  look  again  at  pharmacists  as  a 
worthwhile  part  of  the  marketing  strategies 
m  future? 
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IT'S  BAD  NEWS  FOR 
CHESTY  COUGHS, 
GOOD  NEWS  FOR  YOUR 

CUSTOMERS, 


ONE  DO-DO  TABLET  SPELLS  TROUBLE  FOR 
a  bronchial  cough. 

A  fact  which  is  about  to  be  made  abun- 
dantly clear  in  our  £V4  million  advertising 
campaign. 

This  will  be  appearing  in  national 
newspapers  throughout  the  year. 

We'll  be  explaining  how  one  Do-Do 
tablet  quickly  works  on  the  upper  bronchial 
airways,  loosening  congestion  and  then 
helping  to  remove  the  catarrh  which 


caused  the  cough. 

In  addition  your  customers  will  have 
the  benefit  of  being  able  to  breathe  more 
comfortably  and  easily. 

All  of  these  facts  have,  no  doubt,  con- 
tributed over  the  years  to  our  present  brand 
leadership. 

Ensure  you  have  sufficient  stock  to 
meet  your  customers' requests. 

Between  coughs,  that  is.  /qbaI 


IM  >  D0  IS  A  REGISTERED  TRADE  MARK 


CONSUMER  ^  PHARMACEUTICALS 


DOT5(l|]giT<(H5nCTINFORMATION,  PRESENTATION- Strip-packpdtablt-ls.,fthi,)F,hyllin.-vsodiumio'licmat<.nnmK.t-phf  anhydcaffcmf:Mlma  INDICATKlN  T.i  ri-hcve  branchial  ccmgh.  and  luhclp 

cli/ar  lh(<  chfst  iif  mucous  followins  upper  respiratory  tract  infections  or  irritations  DOSAGE  Adults  1  tah  mth  water  (Repeat  after  1(1  minutes  if  necessary) ,  max  2  talis  in  4  hours  or  .Uabs  in  24  hours 
CAUTION   Do  not  i;ive  to  patients  with  heart  disease,  hypertension,  hyperthyroidism,  diabetes  or  those  takins  d.sitalis  or  MAOIs  SIDE  EFFECTS  Rarely  insomnia,  dilTiculty  in  urinatine,  palpitations,  dizziness,  headache 


Babies  are  giving  up  sticky  old 
syrups  in  favour  of  new  ready-to-drink 
fruit  juices. 

Pure  Juices  for  Babies  were  launch- 
ed last  year  and  within  six  months 
became  sterling  brand  leader*  in  the 
baby  juice  market. 


Now  we're  outselling  our  nearest 
competitor  by  65%r 

Of  course,  this  kind  of  situation  is 
no  novelty  to  us.  (Remember  our 
successful  babymeals  relaunch  in  1983?) 

In  our  business,  we  make  it  our 
business  to  know  exactly  what  mothers 
want: 

No  added  sugar.  No  artificial 
colouring,  flavouring  or  preservatives. 

A  choice  of  natural  fruit  varieties. 

Vitamin  C. 

So  that's  exactly  what  we've  given 
them. 

All  they  have  to  do  is  attach  a  collar 
and  teat  and  Pure  Juices  for  Babies  are 

1         ready  to  feed. 
^jiySfiB||L     All  you  have  to  do  is  put 
(^dQQVw  them  on  your  shelves 
The  Babyfeeding  Specialists,  and  they're  ready  to  sell. 

FOR  MORE  IKFORMATION  WRITE  TO  COW  &  GATE  LTD,  TROWBRIDGE,  WILTS  BAM  8YX 
•INDEPENDENT  MARKET  AUDIT  LATEST  20  WEEKS. 


)w  &Gate  are 
growing  market 


^'^£S  EFFECTIVE  RELIEF  FROM 

•  HAY  FEVER  •SNEEZING 

•  ITCHY  WATERY  EYES 

•  RUNNY  NOSE  AND  OTHER 
ALLERGY  SYMPTOMS 


YovLT  first  choice  antihistamine 

and  at  a  price  your  customers  will  accept 

When  your  customers  need  hayfever  relief,  you  can  counter- prescribe  Aller-eze  with  confidence. 
Here  are  good  reasons  why  Aller-eze  is  an  ideal  first  choice  OTC  antihistamine: 


•  High  Performance 

Clinical  studies  of  the  acti\'e  in^edient,  clemastine, 
involving  tn-er  10,000  patients  denn)nstrate  a  hi^h  efficacy  rate 
of  85%. 

•  No  Drowsiness  for  90%  of  Users 

When  drowsiness  does  occur,  it  is  usLially  mikl  ani.)  minsient, 
disappearini^  within  a  few  days. 

•  Prompt,  Long  Lasting  Action 

Aller-e:e  provides  fast  relief  from  hayfever  symptoms  and  its 
efiect  lasts  up  to  1 2  hours. 

•  High  Efficacy  and  Safety  in  Children 

Specific  studies  in  children  shciw  an  overall  efficacy  rate  of 
91%  and  incidence  of  drowsiness  of  only  3%. 


•  Customer  Satisfaction 

Consumer  research  during  the  1984  London  test  market 
shows  product  satisfactitMi  for  93%  of  Aller-eze  users. 

•  Highest  Demand 

Customer  satisfaction  jienerated  a  hi^h  88%  repeat  purchase 
making  Aller-eze  the  biggest  selling  OTC  antihistamine,  out- 
selling the  Ntx  2  brand  by  50%. 

•  Price  Benefit 

In  this  price-sensitive  OTC  market,  Aller-eze  at  £1.10  for  10 
and  £2.65  for  30  tablets,  was  found  to  be  at  the  most  acceptable 
price  levels. 

•  Television  on  all  Areas 

With  heavy  television  advertising  right  acrc^ss  the  country  on 
all  14  television  stations,  your  customers  will  be  wanting  the 
effective  relief  you  can  offer  with  Aller-eze. 


^'Aller»eze 

Your  first  choice  antihistamine 


Inrea.irc  rroJiitLs  Ltd. 
W,l,n>.|vini  R.-rks 


A  Llctailcci  Pharmacist  Informatuni  (iuidc  is  availahle  on  reuutst   


A  Sandoz  Cornpanv 


COUNTERPOINTS 


Goya  take  their 
snooker  cue  from 
Matchroom  

Goya  have  announced  a  three  year  £lm 
sponsorship  of  an  international  snooker 
tournament  to  be  called  the  Goya 
Matchroom  trophy.  And  to  capitalise  on 
increased  exposure,  the  company  are 
planning  extensions  to  the  Matchroom 
range. 

The  tournament,  which  replaces  the 
Jameson's  Whiskey  event,  is  the  first  of  the 
1985/86  season  to  carry  world  ranking 
points  and  will  receive  40  hours  of 
television  coverage  over  nine  days  on  all 
ITV  networks. 

"This  is  the  first  time  that  a  major 
cosmetic  house  has  entered  the 
sponsorship  of  snooker.  And  we  are 
optimistic  of  a  sizeable  increase  on  our 
brand  share,"  says  managing  director 
Roger  Whitehead. 

The  company  says  the  fragrance's 
share  of  the  mass  market  toiletries  sector 


grew  from  1.2  per  cent  m 
November/December  to  2. 1  per  cent  in 
January/February.  By  the  end  of  the  year, 
Goya  hope  that  this  figure  will  have 
increased  to  5  per  cent. 

The  introduction  this  week  of  a  solid 
stick  deodorant  (75g  £1.85)  is  the  first  of 
three  line  extensions  planned  for  later  in 
the  year. 

The  first  player  to  make  a  televised  147 
break  during  the  Goya  trophy  will  be 
awarded  £75,000  —  "The  highest  prize 
money  ever  offered  for  this  particular  feat 
during  any  snooker  session,"  he  says. 

To  support  the  tournament,  an  on-pack 
consumer  competition  will  run  from  July 
for  two  months.  250  pairs  of  tickets  to  view 
the  trophy  and  meet  the  Matchroom  team 
comprising  Steve  Davis,  Tony  Meo  and 
Terry  Griffiths,  are  to  be  won.  Supporting 
POS  material  is  available. 

The  tournament  will  include  the 
world's  top  16  players  and  will  be  held  at 
the  Trentham  Hall,  Stoke-on-Trent,  from 
September  28  to  October  6.  Preliminary 
rounds  will  be  held  at  the  Assembly 
Rooms,  Derby  from  September  10-15. 
RigeaseLtd,  POBox27,  Brentford, 
Middlesex. 


Wella  revive 
original  formula 

Wella  have  re-introduced  their  range  of 
herbal,  almond  and  lemon  shampoos  and 
herbal  and  almond  creme  rinses  in  their 
original  formula. 

In  250ml  size  bottles,  shampoo  retails 
at  £0.99  and  creme  rinse  at  £1.09. 

Both  the  products  feature  a 
"traditional"  design,  says  the  company, 
and  are  colour-coded  green  for  herbal, 
pink  for  almond  and  citrus  for  lemon.  The 
"original  formula"  rubber  stamp  has  been 
incorporated  into  the  label  design  and 
POS  units.  Wella  Great  Britain,  Wella 
Road,  Basingstoke,  Hants. 


Robinsons  put  it 
through  the  door 

Robinsons  are  distributing  eight  million 
door-to-door  leaflets  promoting  Special  R 
low-sugar  orange  drink. 

The  leaflet  includes  a  lOp-off  coupon 
and  offers  free  fashion  sportswear  for 
proofs  of  purchase  of  any  Robinsons  whole 
fruit  drink. 

Distribution  of  the  leaflet,  to  be 
completed  by  mid-May,  coincides  with  the 
introduction  of  Special  R  in  a  two  litre  PVC 
pack  (£1.30). 

To  increase  POS  awareness,  says  the 
company,  the  new  size  will  be  the  only 
bulk  pack  with  a  gold  cap .  Reckitt  & 
Colman  Products  Ltd,  pharmaceutical 
division,  Dansom  Lame,  HuU. 


Ganging  up  •  •  • 

Macdonald  are  running  a  joint  cosmetic 
promotion  with  Thomas  Christy. 

Each  pack  of  100  Sno'drops  beauty 
puffs  contains  a  free  sample  of  Christy 
deep  cleansing  lotion  and  a  leaflet  on 
Christy  skincare  products. 

The  offer  lasts  while  stocks  are 
available,  say  The  Wellcome  Foundation, 
Macdonald  &  Taylor  division,  Lion  Mill, 
Fitton  Street,  Royton,  Oldham,  Lanes. 


Jovan  on  trial 

Trial  sizes  (10ml)  of  Jovan's  musk  oil, 
Andron  and  Pagan  cologne  sprays  are 
currently  available  at  £0.99  each. 

Uncartoned  cologne  sprays  (50ml)  are 
offered  at  £4.49  for  musk  oil  and  Andron, 
and  £3.49  for  Pagan.  A  black  display  base 
and  headcard  are  available  to 
merchandise  the  offers.  Jovan,  Beecham 
House,  Great  West  Road,  Brentford, 
Middlesex  TW8  9BD. 

Banf  i  advertise 

Banfi  are  spending  £250,000  on  a  national 
Press  advertising  campaign. 

Advertisements  are  scheduled  to 
appear  in  the  May/June  editions  of  TV 
Times,  Hair  and  Good  Looks,  Hair  and 
Black  Beauty  and  Hair  and  will  run 
through  to  December.  Further  advertising 
plans  have  yet  to  be  finalised.  Banfi  Ltd, 
37a  Duke  Street,  PO  Box  2JW,  London 
WIA  2JW. 


Neutrogena 
strike  against  oil 

Latest  addition  to  the  Neutrogena 
collection  of  soaps  is  a  bar  for  use  with  oily 
skin(100g,  £1.05). 

The  soap  is  transparent  like  the  rest  of 
the  range  and  is  designed  to  be  used  no 
more  than  three  times  a  day,  the  company 
says.  Active  ingredients  are 
trienthanolamine  lauryl  suphate  and 
acetulated  lanolin  alcohol.  Oily  skin  is  a 
problem  mainly  for  adolescents  and 
people  in  their  early  twenties.  Neutrogena 
(UK)  Ltd,  Mansfield  Road,  South 
Croydon,  Surrey  CR2  6HN. 
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Cow  &  Gate 
say  look  to 
new  mums 


As  ever  the  growth  and  potential  for 
the  market  is  determined  by  the  birth  rate 
which  last  year  rose  by  almost  1  per  cent. 
Predictions  are  that  the  rate  will  continue 
to  rise  during  this  decade  as  women  bom 
during  the  1960's  baby  boom  start  families. 
Hence  the  optimism  for  the  babyfood 
market:  Cow  &  Gate  believe  it  will  grow 
another  6  per  cent  this  year. 

The  meals  sector  is  worth  about  £57m 
in  1984.  Some  59  per  cent  of  that  is  going 
through  chemists.  As  for  brands  Covy  & 
Gate  claim  a  unit  share  of  18  per  cent 
overall  for  their  jars. 

The  company  estimates  the  sector  grew 


Pond's  get 
romantic 

Chesebrough  Pond's  are  promoting 
Pond's  creams  with  the  offer  of  free  Mills  & 
Boon  books. 

The  offer  will  run  during  July,  August 
and  September  and  will  be  featured  on 
100ml  sizes  of  Pond's  cold  cream  cleanser, 
light  moisturiser,  vanishing  cream  and  dry 
skin  cream  all  of  which  will  be  available  to 
support  the  promotion. 

To  qualify  for  one  of  four  free  novels 
from  the  Mills  &  Boon  library,  consumers 
have  to  buy  two  different  Pond's  creams 
and  send  off  proofs  of  purchase. 
Chesebrough  -Pond's  Ltd,  PO  Box  242, 
Consort  House ,  Victoria  Street,  Windsor, 
Berks  SUIEX. 

Jojoba  has  20  per 
cent  more  bottle 

Henara  Jojoba  range  is  available  in  larger 
bottles  containing  20  per  cent  free  while 
stocks  last. 

Henna  highlighting  colour  setting  gel 
will,  from  May  13,  feature  25  per  cent 
extra  in  all  six  variants.  And  from  May  20, 
for  one  month  only,  treatment  wax  has  25 
per  cent  extra.  Henna  Hair  Health  Ltd, 
Classic  House,  174  Old  Street,  London 
EC1V9BP. 


Shulton  Summer 

A  Shulton  Summer  promotion  offers  the 
purchaser  of  Mandate  50ml  after  shave 
lotion  spray,  or  50ml  after  shave  pour,  a 
free  trial  size  shower  gel  for  £4.35. 

The  offer  is  available  while  stocks  last 
from  July  to  August.  Shulton  (GB)  Ltd, 
Alexandra  Court,  Wokingham, 
Berkshire. 


More  Band  Aid 

Johnson  &  Johnson  are  running  a 
consumer  promotion  on  their  recently  re- 
presented range  of  Band- Aid. 

Washproof ,  clear  and  the  new  fabric 
pre-cuts  normally  available  m  20s  and  35s, 
will,  until  June  26,  contain  24  (four  plasters 
free)  and  41  (six  plasters  free). 

In  addition  the  Im  by  6cm  cartons  of 
washproof  and  the  Im  by  3.8cm  and  Im  by 
6cm  cartons  of  fabric  will  contain 
1.2m-20cms  free  in  each  pack.  Johnson  & 
Johnson  Ltd,  Brunei  Way,  Slough,  Berks 
SL14EA. 
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If  chemists  want  sales  of  babyfoods  to  grow 
they  must  look  more  to  the  needs  of  first 
time  mothers,  according  to  Cow  &  Gate's 
third  annual  babyfoods  market  report. 

Making  shopping  easier  and  more 
enjoyable  for  mothers  with  small  children 
is  a  profitable  investment,  say  Cow  & 
Gate.  First  time  mothers  establish 
shopping  habits  which  continue  as  their 
family  grows  and  their  spending  goes  up, 
says  the  company. 

According  to  Cow  &  Gate's  research 
mothers  said  they  want  trained  and 
knowledgeable  staff  available  and  wiUmg 
to  advise  them  and  a  wider  range  of  baby 
products,  in  chemists. 

As  a  result  of  some  of  their  findings 
Cow  &  Gate  have  developed  a  prototype 
cradle  attachment  designed  to  fit  on  to  a 
shopping  trolley  to  make  things  easier  for 
mums  with  young  children  doing  their 
shopping,  particularly  in  larger  stores. 

Michael  Whitcroft,  Cow  &  Gate's 
marketing  director  comments  "We  know 
that  there  is  a  big  demand  for  'carrycot 
trolleys'.  We  will  now  be  approaching 
large  chemist  chains  with  our  prototype  to 
see  if  they  would  like  to  adapt  the  design  to 
lit  their  own  requirement". 

Last  year  the  babyfood  market  grew  by 
8  per  cent  to  £123m  at  rsp  with  three  main 
sectors  —  m.ilks,  meals  and  drinks  — 
growing  in  volume. 


by  14  per  cent  sterling  value  in  1984  and 
will  grow  by  a  further  9  per  cent  this  year. 

The  milks  sector  was  up  by  7  per  cent 
m  1984  compared  to  the  previous  year  — 
the  first  real  growth  seen  in  the  market 
since  1981,  say  Cow  &  Gate,  who  claim  a 
34  per  cent  unit  brand  share.  Again 
chemists  took  over  half  the  sales  with  55 
per  cent  of  the  £48m  market. 

The  baby  drinks  sector  has  shown  the 
most  dramatic  change  —  up  by  £lm  on 
1983.  Again  chemists  take  the  lion's  share 
with  72  per  cent  of  the  £9m  sector.  Cow  & 
Gate  claim  an  18  per  cent  unit  share  for 
their  pure  juices. 

The  rusk  sector  was  valued  at  £10m  in 
1984  with  64  per  cent  going  through 
chemists.  Predictions  are  that  the  sector 
will  remain  static  in  volume  terms  this 
year.  Cow  &  Gate  estimate  their  Liga 
range  takes  14  per  cent  of  unit  sales. 

From  June  there  will  be  some  more 
new  varieties  in  the  Cow  &  Gate 
babymeals  range:  no  added  sugar  muesli 
breakfast,  stage  1  and  2;  spaghetti 
bolognaise  stage  1 ;  chicken  rissotto  stages 
1  and  2  and  lamb  and  noodle  casserole 
stage  2.  In  addition  vegetable  and  rice 
casserole  stage  1  and  vegatable  casserole 
with  pasta  stage  2  replace  vegetable 
casserole  stage  1  and  2  respectively.  Cow 
&  Gate  Ltd,  Cow  &  Gate  House, 
Trowbridge,  Wiltshire  BAM  8YX. 


Bronnley  return 
to  nature 

Bronnley  have  gone  back  to  nature  to 
produce  their  latest  range  of  soaps. 

The  collection  boasts  three  variants, 
each  with  a  combination  of  natural 
ingredients.  They  are  packaged  in  boxes 
of  three,  with  the  individual  bars  pleat- 
wrapped  in  matching  marble-patterned 
paper.  Each  box  costs  consumers  £3.60. 

The  first  of  the  collection  brings 
together  sunflower  oil,  beeswax  and  jojoba 
oil.  The  second  offers  a  brew  of  witch 


hazel,  calomine  and  vitamin  E,  while  the 
third  features  avocado,  buttermilk  and 
calendula.  H.  Bronnely  &  Co  Ltd,  10 
Conduit  Street,  London  WIROBR. 

The  Devil  rides 
out  for  Booker 

Booker  Health  Products  have  added 
Devil's  Claw  tablets  to  the  Health  and 
Heather  remedies  range. 

The  tablets  are  packed  in  outers  of  6  by 
60  tablets  and  will  retail  for  £2.20.  Booker 
Health  Products,  Healthways  House,  45 
Station  Approach,  West  Bylleet,  Surrey. 


BANH  CREATES 


ASIWESI 


AND  GETS  NATIONWIDE  SUPPORT 


"Fast  moving 
products  are 
important  to  profit- 
ability when  you 
liave  limited  shelf 
space.  And  Banfi 
sells  fast!" 

LANGERS  CHEMIST, 
BETHNAL  GREEN  ROAD 
LONDON  E2 


"We  are  pleased 
to  announce  that 
Banfi  Hair  Tonic  is 
the  No.l  best  seller 
in  our  entire 
Toiletries 
Department!' 

OXFORD  STREET  S 
MA)OR  DEPARTMENTAL 
STORE,  LONDON  WL 


"The  fact  that  this  range  of  products 
vork  is  reflected  in  its  very  good  sales 
ecord.  My  customers  show  a  lot  of 
:onfidence  in  it!' 

:H0MME  UNIQUE,  HAIRDRESSER, 
iENT 


"I  use  Banfi  personally  and 
recommend  it  to  many  customers.  My 
belief  in  the  product  is  supported  by 
the  repeat  business  I  get!' 

HEALTH  AND  HERBS,  HEALTH  FOOD 
STORE,  PONTYPRIDD, MID  GLAMORGAN 


"The  Banfi  Hair  Care  range  of 
products  really  is  moving  well.  You 
know  a  products  good  when  it  sells  by 
word  of  mouth!' 

BELL  CHEMIST,  PRINCES-RISBOROUGH, 
BUCKS 


The  Banfi  Hair  Care  Programme  is  taking  both  the 
3ig  Departmentals  and  independent  Chemists  by  storm. 

Both  find  the  Banfi  range  -  Shampoos,  Conditioners 
V^itamins  and  Tonic  -  are  selling  fast. 

Now  Banfi  is  supporting  these  sales,  and  creating 
?ven  greater  demand,  with  £250,000  national  advertising 
:ampaign,  plus  a  heavyweight  PR  push. 

Stock  up  now  and  you  won't  miss  out  on  the 
:remendous  profits  this  fast  selling  range  offers. 

So  whoever  and  wherever  you  are,  you'll  have  to 
igree  Banfi  sales  are  making  exciting  news. 

For  further  information  contact:  Banfi  Ltd, 
57A  Duke  Street,  PO  Box  2JW,  London  V/IA  2]W 
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BANFI  HAIR  PROGRAMME 
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COUNTER  PRESCRIBING  INFORMATION  [p]  Composition:  Each  tablet  contains  Ibuprofen  B.R  200mg.  Indications:  For  the  relief  of  symptoms  of  Dysmenorrhoea  (period  pain)  including  t)\  < 
for  children  under  12  years  or  elderly  persons.  Contraindications,  warnings  etc.  Not  to  be  used  by  patients  with  stomach  ulcers  or  other  stomach  disorders.  Patients  sensitive  to  aspirin  ma>: 


Last  month,  we  suggested  it  would 
be  worth  waiting  for  Librofem  before 
you  started  stocking  any  new  period 
pain  reliever. 

Wei  I,  time's  up.  Librofem  has  arrived. 

Ifs  available  now  in  two  pack  sizes 
of  12  and  24  tablets. 

Librofem  is  made  by  Ciba Consumer 
Pharmaceuticals  and  contains  ibuprofen. 

Ibuprofen  is  clinically  proven  to 
bring  fast  and  effective  relief  from  the 
symptoms  of  period  pain  includingback- 
ache,  muscular  pain  and  headaches. 

Developing  Librofem's  total 
marketing  package  took  time  but  it  was 
worth  waiting  for. 

It  shows  in  our  bright,  modern 
packaging  which  communicates  clearly 
to  your  customers. 

It  will  show  in  Librofem  adver- 
tising running  throughout  the  year  in 
an  extensive  campaign  in  women's 
magazines. 

And  our  profit  margin  (unlike 
certain  recent  competition)  recognises 
your  counter  prescribing  role. 

Which  means  that  from  now  on 
it  will  always  be  the  right  time  of  the 
month  to  stock  Librofem. 


PERIOD  PAIN  RELIEF 


24  tablets 

specially  formulaGed  to  ndieve 
the  major  ^nr^pcorm  cf  period  pain 


COUNTERPOINTS 
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Save  the  Children  t 


J&I  packs  save 
the  children 


Johnson  &  Johnson  are  launching  a  joint 
promotion  with  "The  Save  The  Children 
Fund"  to  be  featured  on  nine  products  in 
their  baby  toiletries  range. 

All  the  promotional  packs  will  feature  a 
flash:  "Johnson's  baby  appeal,  Save  the 
Children"  inviting  consumers  to  collect 
peelable  stickers  that  serve  as  5p  tokens 
towards  a  £100,000  donation  to  Save  the 
Children.  Consumers  will  either  be  asked 
to  post  the  stickers  in  an  in-store  collection 
box  or  send  it  to  an  address. 

The  promotion  starts  in  May  and  wiU 
run  for  three  months.  The  company  is 
backing  this  activity  with  a  national  poster 
campaign  starting  in  June.  The  colour 
posters  will  be  placed  in  sites  on  major  bus 
routes  and  in  shopping  centres. 

Point-of-sale  material  will  be  available 
including  in-store  posters,  show  cards, 
shelf  strips  and  token  collection  boxes. 
Johnson  &  Johnson  Ltd,  Brunei  Way, 
Slough,  Berks  SLI IXR. 


Peak  season  push 
for  Orobronze 

Orobronze  tanning  capsules  are  getting  a 
two-phase  peak  season  advertising 
programme  in  the  national  Press. 

The  first  phase,  at  a  cost  of  about 
£50,000,  breaks  in  June  with  "A  short 
course  to  a  fast  tan"  advertisements  in  the 
Daily  Mirror,  Daily  Mail,  News  of  the 
World,  and  Sunday  People. 

A  special  back-up  campaign  using 
Tube  cards  on  the  London  Underground 
starts  this  month. 

POS  material,  including  counter 
leaflets  and  display  cartons,  is  also 
available,  sayDe  Witt  International, 
Seymour  Road,  London  ElO  7LX. 

Beating  the 
washday  blues 

"Britain's  first  ever  washing  tablet."  That's 
the  claim  Futurefern  are  making  for 
Washaway  (£0.99). 
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Aimed  at  the  travel  market,  Washaway 
offers  12  tablets,  suitable  for  a  light 
machine  wash,  in  a  blister  pack.  "The 
product's  dry  nature,  together  with 
advantages  in  terms  of  size  and  weight  are 
not  the  only  benefits  of  Washaway"  says 
company  director  Husein  Mawji. 

"It  contains  no  strong  chemicals,  and 
incorporates  a  fabric 
conditionei." Futurefern  Ltd,  166 
Bishopsgate,  London. 


Always  launch? 

Proctor  &  Gamble  were  unable  to  confirm 
or  deny  rumours  in  The  Grocer  magazine 
that  the  company  will  be  bringing  its 
Always  sanpro  product  to  the  UK.  It  has 
high  sales  in  the  USA  and  France.  Proctor 
&  Gamble  Ltd,  PO  Box  lEE,  Gosforth, 
Newcastle  Upon  Tyne  NE99  lEE. 

Natural  crunch 

Only  Natural  have  introduced  Peanut 
Crunch  (32g,  £0.19)  as  the  latest  in  their 
range  of  snack  products.  Made  with  brown 
sugar,  peanuts  and  citrus  honey,  the  bars 
come  in  display  boxes  of  36  and  three  bar 
multi-packs,  24  to  an  outer.  Ernest  Jackson 
&  Co  Ltd,  Crediton,  Devon  EX173AP. 


Ilford  first  with 
TV  Times 

There's  a  first  for  Ilford  this  week,  with  a 
consumer  campaign  pushing  their  colour 
print  film. 

The  advertisements,  currently 
appearing  in  TV  Times,  feature  a 
consumer  competition  which  looks  for 
sports  photographs  with  a  humorous 
touch.  The  appearance  will  cost  Ilford 
around  £200,000  and  mark  something  of  a 
departure  for  the  company  in  using  the 
consumer  Press.  Ilford  Ltd,  14  Tottenham 
Street,  London  WIPOAH. 

Slym  support 

Slym  brand  products  and  Figure  Trim  8 
slimmer's  supplement  are  two  of  the 
products  featured  in  Health  &  Diet  Food's 
£300,000  advertising  spend  for  1985. 

Both  brands  will  be  advertised  in  the 
slimming  Press  June  to  August. 

Waterfall  duretic  supplement  is  also 
being  advertised  m  the  Women's  Press. 
Health  &  Diet  Food  Co  Ltd,  Seymour 
House,  79  High  Street,  Godalming, 
Surrey. 


Rimmel  revamp 

Rimmel  have  repackaged  and 
reformulated  their  nail  polish  and  Nail 
care  range  with  new  streamline  bottles. 

Thirteen  new  shades  featuring  a  hard- 
wearing  formulation  have  been  added  to 
the  nail  polish  collection.  A  12ml  nail 
polish  retails  at  £  1 . 1 5 . 

The  re-formulated  Nail  Care  range 
contains  two  new  products  —  cuticle 
conditioner  (£0.89)  and  cuticle  remover 
(£0.89).  Bimmel  International  Ltd,  17 
Cavendish  Square,  London  WIMOHE. 

On  the  road 
with  Shulton 

Shulton  are  promoting  Choc  de  Cardin 
and  Grey  Flannel  with  Summer  travel  size 
offers  for  May  and  June. 

Choc  de  Cardin  comes  in  a  30ml  spray 
for  £5.95,  with  a  merchandiser  holding  12 
pieces.  Also  from  Cardin,  is  a  30ml  size  of 
Pour  Monsieur  (£4.95),  in  a  merchandiser 
holding  12  pieces. 

A  30ml  travel  size  spray  of  Grey 
Flannel  (£4.95)  comes  in  a  grey  carton 
with  a  merchandiser  holding  18  units. 

Also  available  is  the  Pierre  Cardin 
Pour  Monsieur  trio  collection  —  a  travel 
box  (£9.95)  holding  a  50g  talc,  soap  and  a 
55ml  afterstiave  lotion  which  will  make  an 
ideal  Fathers  Day  gift,  say  Shulton  (Great 
Britain)  Ltd,  Shulton  House,  Alexandra 
Court,  Wokingham,  Berks  RGll  2SN. 


Hang  'em  high 

Addis  are  introducing  their  tortoiseshell- 
style  combs  in  hanging  packs,  to  give 
retailers  an  alternative  display  option  from 
the  counter  units.  Addis  Ltd,  Brushworks, 
Hertford. 
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It  seems  some  people  haven't  heard  ofDulcolax. 


But  they  will  they  mil 


T 


he  best  hiowti  laxatives  tend  to  be  the  caiiipaigti  to  tell  sufferers  about  this  thovouqhly 
older  ones.  With  the  joke  about  sudden fear    modern  and  effective  remedy  which  is  available 


relieving  constipation  being  perhaps 
the  best  known  of  all. 

We  are  pleased  to  say  that  this  sorry 
state  of  affairs  is  about  to  change. 

For  now  that  Dulcolax  will  be  sold 


urn 

lii.mliniiilildstbr 
jimliiidhlc  relief 
and  gctiLle  normal 
nwvemenl 


20  i/mifis 


directly  from  Pharmacies. 

In  line  with  this  development  we 
have  re-designed  the  Dulcolax  packs 
and  produced  some  stylish  dispensers. 
And  we're  offering  yougaierous  bonuses 


entirely  'over  the  counter'  we  can  support  it  as  well  as  improved  profits.  So  be  sure  to  stock 
with  advertising.  We  are  therefore  mounting  and  display  Dulcolax  and  gain  some  more 
a  heavyweight  national  press  and  magazine     regular  customers. 

SEE  YOUR  WINDSOR  PHARMACEUTICALS  REI'RESENTATIl'EOR  CONTACT  WINDSOR  PHARMACEUTICALS  LIMITED.  ELLESFIELD  AIT^NCE.  BRACKNELL.  BERKS.  RGI24YS 

TELEPHONE:  0M4  50222.  A  BOEHRINGER  INGELHEIM COMPANY 


COUNTERPOINTS 


STANDS 
FOR  PRORT 


Lady  Jayne  have 
combined  its  innovative 
skills  of  developing  new 
products,  witti  the  best  in 
point-of-sale  display  stands. 


Laughton  &  Sons  Ltd., 
Warstock  Road,  Birmingham. 


Sr 


Oral  hygiene  the 
Muppet  way 

A  new  range  of  children's  toothbrushes 
ieaturmg  the  Muppets  has  been  launched 
byOral-B. 

The  characters  depicted  are  Kermit, 
Miss  Piggy,  Fozzie  Bear,  the  Great  Gonzo, 
Scooter  and  Animal.  The  toothbrushes 
feature  a  compact  brush  head  with  densely 
packed,  fine  nylon  filaments.  The  brightly 
coloured  brush  handle  is  shaped  to  make  it 
easy  for  children  to  use  and  bears  an 
indelible  transfer  of  the  Muppets 
character. 

The  Muppets  are  being  sold  m  at  a  trial 
price  of  £4.67  per  dozen,  to  retail  at  £0.79. 
A  four  dozen  unit  merchandiser  is 
available  with  the  trial  price  pack  plus 
shelf  barkers.  Oral  B  Laboratories  Ltd, 
Gatehouse  Road,  Aylesbury,  Bucks. 

Slow  sector  stops 
the  Escapade 

Shulton  have  decided  against  launching 
Escapade  body  spray  nationally,  saying 
that  the  sector's  growth  has  slowed  down 
and  will  plateau  m  1986. 

Escapade  was  test-marketed  m  the 
Tyne  Tees  region  last  year.  It  was 
supported  by  television  advertising  and 
the  company  says  it  was  pleased  with 
results;  'The  product  achieved  a  6  per 
cent  share  in  just  four  months  compared 
with  Vivas's  share  of  8  per  cent." 

Product  manager  Nicola  Dudman  says: 
"The  market  is  showing  a  significant 
growth  in  own-label  products  which  now 
account  for  over  20  per  cent  of  the 
market."  Shulton  (Great  Britain)  Ltd, 
Shulton  House,  Alexandra  Court, 
Wokingham,  Berks  RGll  2SN. 


Comf  itts  change 

Pharmagen  are  now  distributing  Comfitts 
Nature  Form  footwear  to  retail  chemists  and 
pharmaceutical  wholesalers  on  behalf  of 
Vmaflex  Ltd  of  Syston,  Leicester. 

Pharmagen  representatives  will  shortly 
be  calling  on  chemists  with  details  of  prices 
and  discounts.  Pharmagen  Ltd,  Church 
Road,  Perry  Barr,  Birmingham  B42 2LD. 


Christy  add  trio 
plus  face  pack 

Christy  are  adding  three  products  to  their 
skmcare  range:  night  cream  (50ml),  eye 
make-up  remover  (150ml),  and  eye  cream 
(30ml)  —  all  at  £2.45  to  be  available  from 
the  end  of  May. 

They  come  either  m  individual  outers 
of  six  (£8.94  trade)  or  on  a  vac-formed  unit 
with  a  backcard,  called  "night  care  bar" 
(£23.84  trade).  It  contains  six  night  cream, 
SIX  eye  make-up  remover  and  four  eye 
cream. 

Christy  are  introducing  a  new  variant 
face  pack  —  aloe  vera  (llg  sachets,  £0.29) 
also  to  be  available  from  the  end  of  May. 

The  face  packs  come  m  display  outers 
of  36  units  with  a  tradd'price  of  £6.35. 

They  are  currently  being  supported  by 
an  advertising  campaign  m  the  women's 
Press  including  Company,  Cosmopolitan, 
Options,  Look  Now,  and  i9  continuing 
until  December.  Thomas  Christy  Ltd, 
North  Lane,  Aldershot,  Hants  GU124QP. 


Monteil  let  out 
the  Secret 


Germaine  Monteil  have  given  the  Royal 
Secret  collection  a  facelift,  with  new  packs 
m  burgundy  and  gold. 

The  new  design  has  been  put  together 
with  the  idea  of  echoing  the  fragrances' 
"warmth  and  opulence."  Prices  for  the 
scent  range  (perfume,  concentrate  spray 
and  eau  de  toilette)  range  from  £10.50  to 
£24. 

The  bath  collection  starts  at  £5.80  (for  a 
15g  bar  of  soap)  to  £14.50  (for  200ml  of 
luxury  lotion)  and  come  in  white  plastic 
containers  with  the  burgundy  and  gold 
seal  design.  Germaine  Monteil,  St 
Georges  House,  St  Georges  Street, 
London  Wl. 
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How  Altacite  Phis 

stacks  „)  against  these 
'white  list'  antacids 


Outstanding  adsorption  of  refluxed 

bile'^ 

Superior  defoaming  action' 
High  acid  consuming  capacity'* 
Buffers  in  the  ideal  pH  range"" 
Does  not  trigger  acid  rebound^ 
High  pepsin  adsorption^ 
Low  in  sodium' 


1.  Mendelsohn.  D,  and  Mendelsohn,  L..  SA  Med.  J.,  1975,49.  1011.  2.  Hoare,  A.M.  et 
al.,  Br.  J.  Surg..  1977.64.  849.  3.  Stead.  J. A.  etal..  J.  Pharm.  Pharmac.  1978.  30,  350. 
4.  Playle,  A.C.  et  al.,  Pharm.  Acta  Helv.  1974.  49.  298.  5.  Data  Sheet. 


When  you  recommend  Altacite  Plus  you 


recommend  clinically  superior  indigestion  therapy 


Roussel  Laboratories  Ltd.  Broadwater  Park.  North  Orbital  Road.  Uxbridge.  Middlesex  UB9  5HP  Tel :  0895  (Uxbridge)  834343. 


ROUSSEL 


COUNTERPOINTS  ■ 


Classic  offers 
from  Unicheni 

Unichem's  "classic  winners"  promotion 
runs  until  May  31. 

Products  featured  are:  Andrex  2  roll, 
GII  cartridges,  Haymine,  Impulse  body 
spray,  Lil-lets,  Osterfeed/Ostermilk, 
Peaudouce,  Poly  Hi-lights,  Recital  hair 
colour  and  Recital  Super  Blonde,  Sunsilk 
hairspray  (180ml,  20  per  cent  extra  and 
110ml),  Sweetex,  Kodak  stock  box. 

Members  offers  will  also  be  available 
on  the  following  products:  Alka  Seltzer, 
All  Clear  shampoo  (33  per  cent  extra).  All 
Fresh  Clean  Up  squares,  Anne  French 
cleansing  milk,  Aspro  Clear  (regular). 
Astral  cream,  Ayds  slimming  cubes, 
Babysafe  sterilising  tablets,  Badedas, 
Body  'n  Shine,  Bom  Blonde  and  lightener. 
Brut  33  hair  control  (25  per  cent  extra)  and 
shampoo,  Buf-puf,  Crest  toothpaste  twin 
pack,  Cutex  nail  polish  remover, 
Cymalon,  Denim  aftershave, 
antiperspirant  aerosol  and  roll-on, 
deodorant  body  spray,  shave  foam,  talc 
and  composite  unit,  Dentifix,  Dentinox, 
Double  Amplex,  Dr  Whites  Contour, 
Feminax,  Flashlights,  Germolene 
Footspray  (25  per  cent  extra).  Glow  5 
tube.  Harmony  hairspray  (180ml,  20  per 
cent  extra  and  110ml),  Harpic 
Bleachmatic  and  Freshmatic,  Haze  Dry 
aerosol,  pomander  and  roll  fresh,  Head  & 
Shoulders,  Imperial  Leather 
antiperspirant  aerosol  and  roll-on, 
Kleenex  for  Men,  Super  3  and  pocket 
pack.  Libra,  Milupa  infant  food.  Natural 
Silk  conditioner  and  shampoo,  Pennywise, 
Pharmaton  capsules,  Radox  herbal  bath 
and  salts,  Scholl  Air  Pillo  insole  ladies  and 
mens,  and  Fresh  Step  insole  ladies  and 
mens,  Silkience  hairspray  (25  per  cent 
extra)  and  shampoo  (20  per  cent  extra). 
Slender  bars.  Country  bars,  and  powder 
four  sachets.  Soft  &  Gentle  aerosol  and 
roll-on,  Stayfresh  press-on  towels,  Stick-on 
Lilia,  Sunsilk  styling  mousse,  Snugglers, 
Super  Softies,  Supersoft  Set  Two,  10-0-6, 
Tramil,  V05  styling  mousse.  Vaseline 
Intensive  Care  lotion,  Vasogen  nappy  rash 
cream  and  Wella  Colour  Confidence. 

Sundries  available  in  May  comprise: 
Thermos  coffee  butlers,  Britmarine  swim 
caps,  Unichem  manicure  range,  clinical 
thermometer,  feeding  bottle,  teats 
and  shaving  brushes.  Dressers  by  Addis, 
Thermos  Vogue  Summer  composite  pack, 
Addis  hairbrushes.  Reach  toothbrushes, 
Unichem  soothers  and  bottle  brush 
and  Feverscan.  Unichem  Ltd, 
Unichem  House,  Cox  Lane,  Chessington, 
Surrey. 


Mousse  Moistura 
from  Cyclax 

Cyclas  are  launching  Moistura  all  over 
body  mousse  (175ml,  £2.99)  —  a  day  and 
night  moisturiser  in  an  aerosol. 

The  mousse  will  be  available  at  an 
introductory  price  of  £2.50  and  a  30ml  trial 
size  will  retail  at  £0.95.  A  merchandiser 
holding  instructional  leaflets  containing  a 
£1  money-off  voucher  against  the  175ml 
size,  is  available  to  display  the  trial  size. 

The  launch  will  be  supported  with 
£300,000  of  national  television  advertising 
throughout  July.  A  second  burst  is 
planned  for  September/October.  Cyclax 
Ltd,  Vale  Road,  Camberley,  Surrey. 

A  Kanebo  face 

Total  finish  super  enriched  (£13.50)  is  the 
name  of  the  new  face  powder  to  be 
introduced  by  Kanebo. 

Available  in  four  shades  —  Summer 
breeze,  creamy  beige,  bamby  beige  and 
sandy  rose,  the  powder  "not  only  benefits 
sensitive  skins  but  also  covers  as  flawlessly 
as  a  base, "  say  Kanebo  division  of  OBL 
Manufacturing  Ltd,  Bath  House,  Holborn 
Viaduct,  London  ECIA  2AP. 


Aloe  vera  comes 
to  Vaseline 


Chesebrough-Pond's  are  introducing 
herbal  Vaseline  Intensive  Care  lotion  with 
aloe  vera  (200ml,  £1.20;  300ml,  £1.66). 

The  new  variant  features  a  "softer" 
fragrance  and  more  modem  pack  colour 
and  design,  says  the  company. 

Vaseline  Intensive  Care  lotion  is 
distributed  by  Chesebrough  Pond's  and 
not  as  stated  m  C&D  last  week. 
Chesebrough-Pond's  Ltd,  PO  Box 242, 
Consort  House,  Victoria  Street,  Windsor, 
Berks  SL41EX. 


Elgydium  trial 


Eylure  are  offering  consumers  a  money- 
back  deal  on  Elgydium  toothpaste.  Trial 
sizes  (15ml)  are  being  banded  to  the 
regular  size  of  Elgydium  (75ml,  £1 .25) . 
Designed  to  encourage  trial,  consumers 
can  test  the  trial  size  and  if  they  are  not 
satsfied  with  the  results,  they  can  return 
the  unopened  regular  size  and  get  a  full 
refund  and  postage.  Eylure  Ltd,  Grange 
Industrial  Estate,  Llanlrecha  Way, 
Cwnhran,  Gwent. 


ON  TV 
NEXT  WEEK 


G  Grampian 

U  Ulster 

STV  Scotland 

B  Border 

G  Granada 

Central 

C  Central 

A  Anglra 

Y  Yorkshire 

CTV  Channel  Islands 

TSW  South  West 

HTV  Wales  &  West 

LWT  London  Weekend 

TTV  Thames  Televisic 

n    TVS  South 

C4Channel4 

Bt  TV  am 

TT  Tyne  Tees 

Alberto  Jojoba  range:  TVS 
Askit  powders:  TVS 
Babyliss  epilmatic  hair  removal  system: 

G,Y,C,C4(C) 

Baby  Fresh:  ■  All  areas 

Benylin:  Y,LWT,TTV 
Bran-Slim:  TTV 
Candarel  Spoonful:  TVS 
Calgon:  A,TVS,TTV 


Cidal: 

Farley's  Rusks: 
Hedex  range: 
loop's  health  salts; 
Listerine: 

Mennen  Speedstick: 

Nurofen: 

Old  Spice: 

Pretty  Polly  Sheer  tights: 
Rodox  both  salts: 
Reoctolite  Ropide: 

All  except  U, 
Savlon  liquid: 
Scholl  Soft-step  sandals: 
Simple  skin  care: 
Sweetex: 

Vaseline  petroleum  jelly: 
Wrigley's  Freedent  gum: 


Bt 

AU  areas 
All  areas 
TVS 

G,LWT,TTV 
All  areas 

All  except  Bt 
All  areas 
All  areas 
All  areas 

GTV,TTV,TT,C4,Bt 
G,Y,C,TTV 
AU  areas 
C4  (TTV,C,A,TVS) 
C4,Bt(aIl  areas) 
Bt 
HTV 
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...and  here's  w 
Altacite  Phis  sales  wi 

stack  up 


1.  Innovative  national  advertising 

Editorial  style  advertising  in  major  national  newspapers 
and  women's  magazines  will  describe  the  problem  of  'complex' 
indigestion  and  highlight  a  real  breakthrough  in  indigestion 
relief  from  Roussel.  Available  only  at  pharmacies. 

2.  Unique  interactive  advertising 

Consumers  will  be  told  to  cut  out  the  advertisements  and 
bring  them  to  you.  Because  the  breakthrough  treatment  for 
'complex'  indigestion  is  Triple  Action  Altacite  Plus,  available 
only  at  pharmacies. 

3.  And  there's  much  more  to  come 

The  national  press  campaign  is  only  the  beginning.  More 
major  consumer  advertising  is  on  the  way  to  help  your  Altacite 
Plus  sales  stack  up.  More  exciting  news  soon! 


altacite 

plus" 


Triple 


Roussel  Laboratories  Ltd, 


Altacite 
Phis 

Advanced  indigestion  relief 


Broadwdter  Park,  North  Orbital  Road,  U.xbrnlge.  Middlesex  UB9  5HP,  Tel :  0895  (Uxbridgel  834343, 


ROUSSEL 


GGESTBRANDS  ^  BIGGEST  SALES  i/ BIGGEST  PROFITS  4 


Denim 
butgrows  denim. 


Over  the  years,  the  Denim  Man  has  changed, 
les  become  more  stylish.  And  so  has  Denim. 

We've  redesigned  it,  repositioned  it  and  now, 
/ere  relaunching  it. 

This  exciting  new  range  of  Denim  is  specially 
iilored  for  mass  appeal. 

It  happened  in  the  70  s  and  it's  about  to  happen 
ain. 

We've  totally  redesigned  Denim. 

Through  extensive  research,  we've  redesigned 
')enim  from  the  inside  out. 

We've  given  the  fragrance  a  modern,  distinctive 
ote  so  today's  man  can  have  a  range  of  toiletries 
nat  fits  his  SO's  lifestyle. 

And  the  powerful,  new  packaging  has  the 
ind  of  impact  on  the  shelf  the  fragrance  has  on 
he  body! 

Repositioning  gives  mass  market  appeal. 
'his  proven  range  of  6  Denim  toiletries  offers  much 
better  value  for  money 

Both  the  range  and  the  price  have 
been  streamlined  to  compete 


DFNIM  DRNIW 

— SliMvrl'OKn —     -  1  ifinior.idt — 

ll.Mlv.S|ililV 

Afterslirive,  Roll-on,  Anti-Porspiranl  Aerosol,  Body.spray,  Talc  and  Shave  Foam 
have  all  been  re|jatkage(t  SO's  stvie 

more  effectively  to  encourage  regular  use  and  offer 
much  wider  appeal. 

A  relaunch  with  after  effects. 
Denim's  new  advertising  is  as  radically  different 
from  other  aftershave  ads  as  Denim  is  from  other 
aftershaves. 

The  TV  campaign  will  stress  Denim's  'after 
effects'  and  will  have  immediate  appeal  with  its 
stylish,  modern  message. 

We're  spending  a  huge  S1.5  million  to  make 
sure  it  has  pleasing  'after  effects'  on  sales,  too! 

Order  plenty  of  the  new  Denim  range  and 
watch  your  profits  take  on  a  new  image. 


'i?OM  THE  BIGGEST  NAME  IN  TOILETRIES.  EUDA  GIBBS 


COUNTERPOINTS  " 


Summer  incentive 
from  Farley 

Farley  Health  Products'  OTC's  —  Mycil, 
Sea-legs  and  Acriflex  —  feature  m  a 
Summer  trade  incentive  running  to 
September. 

The  company  is  oifering  bonuses  on 
the  products,  and  is  giving  pharmacists  a 
chance  to  obtain  a  book  from  the  Gumness 
Book  of  Records  range. 

Each  piece  of  Mycil  POS  material 
placed  m  a  pharmacy  outlet  will  earn  a 
Farley  "Summer  action"  number  which 
will  enter  a  monthly  draw.  Over  50 
winning  pharmacists  will  be  invited  to  a 
Farley  day  out  at  a  major  sporting  event, 
such  as  the  British  Open  at  Sandwich  at 
the  end  of  July. 

New  POS  material  is  being  prepared 
for  all  three  brands.  In  addition  Mycil 
which,  say  Farley,  dominates  a  market 
estimated  to  reach  £3'/2m  this  year,  will  be 
supported  with  a  £V2m  Adshell  poster 
campaign.  The  campaign,  near  high  street 
pharmacies,  will  break  at  the  beginning  of 
June  and  run  for  four  months.  Posters  will 
also  appear  in  sports  centres.  Farley 
Health  Products  Ltd ,  Torr  Lane,  Plymouth 
PL3  SUA. 


Natural  look 

Riomist,  a  new  company  based  m  Essex, 
are  introducing  a  range  of  natural  skm 
care  products. 

The  collection  which,  says  the 
company,  has  not  been  tested  on  animals, 
comprises:  night  cream  with  wheat-germ 
oil  (50ml,  £2.85),  body  lotion  with  vitamin 
E  with  honeysuckle  fragrance  (150ml, 
£2.85),  and  with  sweat  pea  fragrance 
(240ml,  £3.49),  liquid  soap  with  lavender 
(£1 .99)  and  after  sun  cream  with  cocoa 
butter  (£3.49).  Riomist  Ltd,  Start  Mill, 
Riverway,  Templefields,  Essex  OM20 
2SN. 

Silastic  aims  at 
Tariff  status 

Wellcome  are  promoting  Silastic  wound 
dressing  to  medical  and  nursery  staff. 
They  hope  it  will  eventually  be  included  m 
the  Drug  Tariff. 

Fifty  hospital  meetings  are  planned 
nationwide.  Other  aspects  of  the  £500,000 
promotion  are  a  range  of  literature  and  a 
video  on  wound  management. 

Wellcome  have  submitted  a 
"comprehensive  case"  for  the  product  to 
980 


be  prescribable  on  Form  FPIO  but  are 
unable  to  predict  when  a  decision  is  likely 
to  be  made. 

The  dressing,  made  from  a  medical 
grade  silicone,  is  prepared  immediately 
before  use  by  mixing  a  catalyst  with  a  base 
material.  The  resulting  liquid  is  then 
poured  into  the  wound  where  it  expands  to 
fill  the  contours  and  sets  to  a  spongy  foam. 
It  is  removed  twice  daily  for  cleaning, 
which  can  be  done  by  the  patient,  and 
then  replaced.  Renewal  is  needed  only 
once  a  week. 

The  product  has  recently  been 
repackaged  and  a  new  10  x  20g  pack 
introduced  (£51.10  trade).  Wellcome 
Foundation  Ltd,  Crewe  Hall,  Crewe, 
Cheshire  CW HUB. 


Stick  up 

Klorane's  deodorant  stick  is  offered  at  a 
trial  price  of  £1.25  compared  with  the 
normal  recommended  price  of  £1.55.  The 
sticks  are  packed  in  vac-formed 
merchandiser  units  with  promotional 
backing  cards  and  will  be  available  on- 
shelf  from  mid-May.  Eylure  Ltd,  Grange 
Industrial  Estate,  Llanlrecha  Way, 
Cwnbran,  Gwent. 


Maxolon  with 
cytotoxics 

Maxolon  high  dose  has  been  reformulated 
so  that  it  can  be  mixed  with  cisplatin, 
cyclophosphamide,  and  doxorubicin  for 
infusion. 

The  new  formulation  is  stable  for  24 
hours  at  room  temperature  protected  from 
light  when  used  in  the  following 
concentrations;  40-200ml  cisplatin  (Img 
per  ml)  per  ampoule  (lOOmg  per  20ml) 
Maxolon  high  dose  in  1  litre  sodium 
chloride  0.9  per  cent;  up  to  40mg 
doxorubicin  hydrochloride  (powder)  per 
ampoule  Maxolon  high  dose,  or  up  to  4g 
cyclophosphamide  (Ig  per  50ml)  per 
ampoule  Maxolon  high  dose.  See  also 
manufacturers  Data  Sheet. 

The  new  formulation  is  also  compatible 
with  morphine  hydrochloride  and 
diamorphine  hydrochloride;  one  ampoule 
of  Maxolon  high  dose  being  stable  for  48 
hours  at  room  temperature,  under  normal 
fluorescent  lighting. 

The  product  has  been  reduced  in  price 
to  £24.25  trade  for  10  ampoules,  say 
Beecham  Research  Laboratories, 
Beecham  House,  Great  West  Road, 
Brentford,  Middlesex  TW8  9BD. 


Prof  lex  book  in 

Ciba  Consumer  Pharmaceuticals  are 
supporting  Proflex  with  a  free  consumer 
booklet  on  back  pain.  It  includes  two 
reader  offers  and  is  available  for  display  m 
a  new  unit.  The  leaflet  gives  advice  on  how 
to  avoid  and  cope  with  back  pain.  Readers 
will  also  be  able  to  obtain  the  book 
"Goodbye  Backache",  by  Dr  David  Imrie 
and  equipment  for  helping  back  sufferers 
at  discount  prices.  Ciba  Consumer 
Pharmaceuticals,  Wimblehurst Road, 
Horsham,  West  Sussex,  RH12  4AB. 

SPECIALITIES! 

APS  generics 

Generic  carbamazepine  tablets  and 
hydralazine  tablets  are  now  available  from 
Approved  Prescription  Services. 

Carbamazepine  tablets  come  in 
strengths  of  lOOmg  (100,  £2.76  trade;  500, 
£13.25),  200mg  (100,  £5.11;  500,  £24.64) 
and  400mg(100,  £10.06). 

Hydralazine  tablets  come  in  strengths 
of  25mg  (100,  £1.56)  and  50mg  (100, 
£3.06).  Approved  Prescription  Services 
Ltd,  WhitcMe  House,  WhitcMe  Road, 
Cleckheaton,  West  Yorkshire  BD19  3BZ. 

BRIEFS 

Capoten  in  12.5mg  tablet:  Capoten 
tablets  are  to  be  available  in  a  12.5mg 
strength  (100,  £16.40  trade)  from  May  13. 
Makers  E.R.  Squibb  &  Sons  say  that 
experience  has  shown  that  for  many 
patients  treatment  is  started  on  a  low  dose 
of  12.5mg  Capoten  which  is  then 
gradually  titrated  upwards.  This  pattern  of 
prescribing  is  common  especially  where 
patients  have  previously  been  treated  with 
aggressive  diuretic  therapy,  say  E.R. 
Squibb  &  Sons  Ltd,  Reeds  Lane,  Moreton, 
Merseyside  L46 IQW. 
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i  PRESCRIPTION 


"he  Fastest  Growing 
TC  Market  in  Britain 


6  of  each-. 

Solutions  For  Hard 

&  Gas  Permeable  Lenses 

Contactaclean  20ml 
Contactasoak  120ml 
Contactasol  60ml 
Solutions  For  Soft  Lenses 


re  you 


The  Contactasol  Solution  Display  Stand 


Containing  a  Range  of  Solutions 
for  Hard,  Gas  Pernneable  and  Soft  Contact  Lenses 


For  further  information  please  contact  ^  Contactasol,  a  division  of  @oper\feKXi<©  Ruxley  Towers,  Claygate,  Esher.  Surrey  KTIO  OTL  Tel  03.72  62241 


-  pure,  gross,  net 
•or  merely  refined? 


Eric  Jensen.  BCom,  MPS,  MInstM,  looks  at  the  varying  definitions  of  profit  in  this  introduction  to 

his  new  series  of  articles  on  pharmacy  economics. 


In  this  senes,  we  shall  be  looking  primarily  at 
protit  in  the  form  of  cash,  but  many 
pharmacists  are  partly  motivated  by  non- 
fmancial  considerations.  While  these  vary 
with  the  individual  and  are  highly 
subjective,  they  should  be  given  due  weight 
when  assessing  the  total  value  of  a  business 
to  its  owner. 

The  financial  profit  produced  by  a 
pharmacy  should  not  be  seen  only  in 
absolute  terms  —  for  example,  as  a  profit  of 
£15,000  a  year,  but  also  in  relation  to  the 
resources  employed  in  generating  that 
profit. 

A  profit  of  £15,000  from  an  investment  of 
£100,000  is  clearly  more  fruitful  than  a 
similar  profit  from  an  investment  of,  say, 
£200,000. 

Another  point  to  bear  m  mind  is  that 
profit  has  length  as  well  as  depth.  An 
investment  giving  a  return  of  X  thousand 
pounds  per  year  for  ten  years  might  be  better 
than  a  higher  return  for  a  shorter  period.  A 
short  intensive  effort  can  sometimes  bring 
exceptionally  large  rewards,  but  adversely 
affect  the  future. 

The  profit  seesaw 

Profit  may  be  increased  m  two  mam  ways:  by 
adding  to  gross  income  and  by  reducing 
costs  —  ideally  at  the  same  time.  Extra 
income  can  be  had  from  a  combination  of 
improved  sales  and  margins.  Cost  reduction 
IS  most  effectively  achieved  by  applying  the 
principle  of  giving  greatest  attention  to  the 
major  costs,  these  being  almost  always 
wages,  rent,  rates  and  so  forth. 

This  principle,  apparently  so  obvious,  is 
often  disregarded,  and  proprietors  often 
devote  ridiculous  amounts  of  time  to 
relatively  minor  outgoings  before  tackling 
the  most  significant.  Minor  costs  should  be 
reduced  if  possible  as  the  total  of  these  trifles 
can  come  to  a  major  figure,  but  priorities 
must  be  established. 

When  a  proprietor  is  asked  to  identify  the 
principal  source  of  loss  or  waste  in  their 
pharmacy,  it  is  rare  for  the  answer  to  be 
wages  and  salaries.  A  much  more  common 
reply  is  leakages  or  overstock. 

Yet  there  is  general  agreement  among 
psychologists  that  it  is  exceptional  for  anyone 
to  employ  even  ten  per  cent  of  his  or  her 
mental  capacity.  Emphasis  will  be  given  in 
this  series  to  the  crucial  importance  of 
recognising    potential   for  improved 


A  simple  net  profit  figure  may  not  reflect 
the  true  earning  power  of  the  busines 


performance  in  owner  and  staff  alike.  One 
eminent  and  highly  successful  entrepreneur 
recently  said  the  single  ability  he  rated  most 
worthy  of  reward  was  the  ability  to  deal  with 
people.  This  quality  is  vital  for  optimum 
profitabiUty  and  job  satisfaction,  and  should 
be  cultivated. 

A  brief  review  of  what  we  mean  by  profit 
may  be  helpful  here. 

There  is  little  ambiguity  about  the  term 
"gross  profit"  —  this  being  the  difference 
between  what  an  item  costs  and  what  it  is 
sold  for.  But  immediately  we  come  to  "net 
profit",  problems  of  interpretation  arise. 

The  term  is  almost  meaningless  unless 
we  study  every  figure  on  the  profit  and  loss 
account  and  find  out  what  Ues  behind  it.  We 
can  then  arrive  at  a  realistic  figure  for 


"adjusted  net  profit". 

Examination  of  the  profit  and  loss 
account  might,  for  instance,  show  that  a 
pharmacist  owning  the  freehold  of  the 
business  has  not  charged  full  current  rental 
against  his  profits,  which  thus  appears 
misleadingly  high.  On  the  contrary,  the 
owner  might  have  employed  locum 
pharmacists  a  great  deal  in  order  to  enjoy 
long  holidays:  in  this  case,  salaries  are 
inflated  and  the  profit  figure  unduly  low. 

One  adjustment  often  overlooked  occurs 
where  substantial  interest  payments  arise 
because  the  proprietor  has  borrowed  heavily 
to  purchase  the  pharmacy.  In  this  case,  net 
profit  would  not  reflect  the  true  earning 

Continued  on  p986 
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ew  i^'redictor  Colour 
home  pregnancy 

tests  will  soon 
bedis^amigfixMn 

your  shelves. 

The  Predictor  Colour  home  pregnancy 
test  represents  a  maj  or  technological  ' 
breakthrough  in  home  pregnancy  testing.  , 
After  only  10  minutes,  the  magenta  , 
colour  will  start  to  fade  if  the  test  is  positive. 

Injust  30  minutes  it  gives  a  complete, 
reliable  result,  which  is  unaffected  by  move 
ment  or  vibration. 

All  unique  features.  And  all  backed  by 
a  unique  press  and  tube  card  advertising 
campaign. 

New  Predictor  Colour 
the  30  minute  home  pregnancy  test. 


Ptedictor )   Rredictor  F 

Cdour    I       Colour  Colour 


The30mnute       ,  .  ■•        The  30  minute 

Home  Pregnancy  Test.  ,  i  Hcr-nsrrearancyles! 
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NUMARK'S 
GREATEST  EVER 
CONSUMER 
PROMOTION 

It's  new.  It's  different.  It's  the 
biggest  promotion  Numark 
Chemists  have  ever  run. 

Consumers  will  have  the 
chance  to  win  a  £1,000  star 
prize  and  thousands  of  other 
cash  prizes  with  our  Winning 
Lines  scratch  cards. 

Both  phases  of  the  pro- 
motion -  10th-22nd  June  and 
8th-20th  July  are  bound  to 
create  a  great  deal  of  interest. 

WINNING  PRODUCTS 

Stock  these  winning  lines 
and  you  can't  lose  -  brand 
leaders  at  prices  your  customers 
will  know  are  good  value. 


£1,000 


NEW,  WINNING  LINES 
FROM  NUMARK 

Four  new  products  designed  ar 
made  specially  for  Numark  Chemi 
Strong  white  tissues,  toilet  roll 
facial  tissues  and  kitchen  rolls. 

High  quality  at  a  low  price, 
that's  the  Numark  promise, 
a  promise  that  your  customers 
have  come  to  expect  from 
Numark.  And  an  excellent  prof 
margin  for  you  too. 


£i,oa 


WINNING  ADVERTISING 
FOR  WINNING  LINES 

The  Winning  Lines  promotion  is 
backed  by  a  massive  advertising 
campaign  which  will  reach  over12V2 
million  housewives.  Advertisements 
will  appear  in  the  Sun,  News  of  the 
World,  TV  Times,  Womans  Own,  the 
Sunday  Post,  and  regional  advertising 
including  Ulster  TV.  In  addition 
TV  Times  will  carry  all  Numark  Chem- 
ists'names  and  addresses  by  TV  region. 


YOU'RE  SURE  TO  WIN 
WITH  NUMARK 

Take  advantage  of  everything 
Numark  has  to  offer.  You  can't  fail  to 
attract  custom  and  reap  the  benefits 
from  the  extra  interest  created. 

For  further  information  contact  your 
local  Numark  Wholesaler  or  Numark 
Central  Office,  51  Boreham  Road, 
Warminster,  Wiltshire  BA12  9JU. 
Telephone:  0985  215555. 


MAKES  YOU  MONEY 


PHARMACY  ECONOMICS! 


STANDARDS 
BELIEFS. 
MORALS, 
ETHICS 
CONSCIENCE 
RELIGION. 


WILE  or  HUSBAND,  | 
EAMILY. 
RELATIVES. 
FRIENDS. 


KNOWLEDGE. 
TECHNOLOGY. 
MACHINES. 
TRAINING. 
SCHOOL  &  COLLEGE. 


STAFF, 
EMPLOYER, 


CUSTOMERS, 
PROSPECTIVE 
CUSTOMERS, 


WHOLESALERS, 
MANUFACTURERS, 
REPRESENTATIVES 
OTHER  SUPPLIERS. 


LANDLORD 
TENANTS 


□ 


PROFESSIONAL 
Sl  TRADE 
ORGANISATIONS, 
PRESS  (PROFESSIONAL), 


CONSULTANT 

BANKER, 
ACCOUNTANT. 
SOLICITOR 
VALUERS 
(Slock,  eic  ) 
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Profit,  ethics  and 
people,  a  complex 
set  of  interrelated 


capacity  of  the  business. 

The  basic  principle  to  apply  when 
adjusting  net  profit  figures  is  that  any 
expense  or  income  not  of  necessity  incurred 
or  received  should  be  aUowed  for,  the 
busmess  bemg  regarded  as  a  separate  entity 
from  the  owner.  Finally,  it  should  be 
remembered  that  occupying  living 
accommodation  at  a  rent  less  than  the 
current  market  rate  is  as  valuable  as  an 
addition  to  the  profit. 

The  fourth  kind  of  profit  can  be  derived 
from  adjusted  net  profit  by  deducting  the 
current  salary  for  a  pharmacist  running  a 
similar  business,  if  this  has  not  already  been 
done.  This  "pure  profit"  is  used  when 
calculating  return  on  investment.  "Refined 
profit"  is  that  arrived  at  by  subtracting  from 
pure  profit  the  interest  the  total  mvestment  in 
the  pharmacy  could  produce  if  placed  in  a 
building  society. 

Before  going  on  to  discuss  how  we  might 
add  to  pure  profit,  we  should  remind 
ourselves  that  we  shall  be  dealing  with 
tangible  goods  like  stock,  and  intangibles 
such  as  attitudes.  And  we  shall  also  need  to 
distinguish  between  factors  within  our  own 
control  and  those  beyond  it.  Some  of  these 


Blocked  Nose 

Headache 

Sinusitis 

Triogesic.  Analgesic  and 
decongestant. 


outside  influences  on  profit  can  be  subject  to 
collective  pressure,  for  example,  when 
negotiations  on  NHS  contract  terms  take 
place. 

People  are  the  prime  resource  in 
producing  profit.  The  qiialities  of  mdrviduals 
and  groups,  and  their  relationship  with 
others  will  in  the  end  govern  your 
profitability.  The  diagram  (left)  mdicates  the 
complexities  of  these  inter- relationships,  and 
it  may  be  useful  for  readers  to  make  a  similar 
diagram  with  any  additional  notes 
particularly  apposite  to  their  own 
circumstances. 

Some  questions  prompted  by 
consideration  of  the  diagram  could  be:- 
Q  "While  I  believe  that  politics  should  be 
divorced  from  business,  how  would  I  react  if 
an  employee  or  co-director  develops 
extreme  opinions  and  acts  in  a  way  to  which 
some  of  the  customers  object?" 
Q  "If  I  am  proposing  to  buy  my  first,  or  an 
additional,  pharmacy,  shall  I  discuss  the 
matter  in  detail  with  my  family  and  others 
involved  before  committing  myself?" 

This  question  is  not  as  unrealistic  as  it 
might  seem.  I  can  recall  a  pharmacist  who 
collected  particulars  of  a  business  m  the 


Profit  is  a  meaningless  term  without 
careful  study  of  the  accounts 


morning,  visited  it  m  the 
afternoon,  and  agreed  to  buy  it 
immediately  following  his  inspection. 

There  was  no  consultation  with  his  wife 
about  the  location  or  type  of  pharmacy. 
What  cooperation  could  be  expected  from 
even  the  most  tolerant  and  long-suffering  of 
women,  in  helping  to  optimise  profits  under 
these  circumstances? 

Cooperation  does  not  necessarily 
involve  direct  participation  m  the  day-to-day 
running  of  a  pharmacy.  There  is  also  the 
provision  of  encouragement  and 
psychological  support,  which  can  be  crucial 
in  inspiring  a  partner  to  success. 

Many  other  questions  could  be  asked, 
but  possibly  the  major  implication  of  the 
diagram  is  that  no  change  m  any  section  of  a 
pharmacy  should  be  considererd  in 
isolation:  any  change  has  indirect  and 
remote  effects  m  addition  to  the  direct  and 
obvious  ones. 

For  profitability  to  be  optimised,  not 
merely  maximised,  a  pharmacy  must  be 
conducted  as  a  harmonious  whole,  not  a  set 
of  watertight  compartments.  The  catalyst  is 
the  personaUty  of  the  pharmacist  m  blending 
material  and  non-material  resources. 


Runny  Nose 
Congestion 
Allergy 


Triominic.  Antihistamine 
and  decongestant. 


i  trusted  in  colds  and  allergies^ 


Remains  available  for  NHS  prescription 


PRODUCT  INFORMATION  FROM  PARKE-DAVIS  RESEARCH  LABORATORIES 


Prescribing  Information 

Presentation:  A  viscous  white  suspension,  each  5ml  containing  Magnesium  trisilicate  Ph  Eur  620mg  Dried  aluminium  hydroxide  gel  BP  310mg  Uses:  Gelusil  suspension  is  a  liquid  antacid  indicated  for  the  relief  of  hyperacidity, 
indigestion  and  heartburn  when  occurring  alone  or  in  association  with  peptic  ulcer  Dosage:  Adults  One  to  four  5ml  spoonfuls  of  the  liquid  to  be  administered  with  water  after  meals  or  whenever  symploms  arise  Children  (6-12 
years)  Half  the  adult  dose  Contra-indications:  None  t  nown  Warnings:  None  applicable  Precautions:  Prolonged  oi  intensive  therapy  in  patients  with  severe  renal  insufficiency  may  lead  to  hypermagnesaemia  Side-effects: 
None  IS  observed  at  the  therapeutic  dosage  Overdosage:  Symptoms  are  unlikely  and  treatment  is  rarely  required  Pharmaceutical  precautions:  Store  at  a  temperature  not  exceeding  25'"C  Legal  category:  GSL  Package 
quantities:  Clear  glass  bottles  containing  200ml  Further  information:  Nil  Product  licence  no.:  0019/5012  Product  licence  holder:  William  R  Warner  and  Co  Ltd ,  Mitchell  House,  Southampton  Road,  Eastleigh,  Hampshire 
SOS  SRY  Tplephone  fastlpiqh  10  703)  6I97Q1  Basic  N.H.S.  Cost:  £1  01  for  a  bottle  of  200ml 

^^S^Mi^CH  LAB'Of^TO^iBS        Further  information  is  available  from  Parke-Davis  Research  Laboratories,  Mitchell  House,  Southampton  Road,  Eastleigh,  Hampshire  S05  5RY  Telephone  (0703)  619791 


©  Parke-Davis  Research  Laboratories  1985 
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Getting  into  a 
Kool  spin 

The  Burkard  Koolspm  bench  top 
centrifuge  is  a  compact  high  speed 
refrigerated  centrifuge  which  enables 
temperatures  of  -  15°C  to  be  reached 
withm  30  minutes.  Cooling  and  centrifuge 
controls  can  be  operated  independently. 

Microprocessor  control  is  used  to 
achieve  reproducible  conditions  of 
acceleration,  speed  and  deceleration. 
Operating  speeds  have  been  raised  to 
20,000rpm  enabling  the  user  to  achieve  up 
to  29,000G  with  the  appropriate  rotor. 
Safety  interlocks  prevent  excessive  speeds 
being  reached  on  lower  performance 
rotors. 

A  full  range  of  rotor  and  bucket 
carriers  is  available  from  30°  angle  rotor 
for  6  X  3ml  tubes  to  12  place  buckets  for 
48  X  3ml  tubes.  Horizontal  and 
haematocrit  rotors  are  also  included  in  the 

Electromagnetic 
shake  down 

The  model  TR  table-top  shaker  provides  a 
consistent  shaking  motion  at  various 
speeds  and  under  varying  table  load 
conditions. 

Noise,  vibration  and  friction-heat  are 
eliminated  by  the  unit's  silent  electro- 
magnetic drive,  claim  the  manufacturers. 
The  drive  consists  simply  of  three  coils 
which  are  energised  in  turn  to  rotate  the 
table  by  means  of  magnetic  forces. 

The  table  itself  is  mounted  on  three 
eccentric  bearings  which,  apart  from  a 
flywheel,  are  the  only  moving  parts. 

The  shaking  motion  is  uniform  over  the 
entire  40  to  400rpm  stepless  range.  In 
conjunction  with  the  appropriate  hoods 
and  trays,  the  rotary  shaker  (£450  +  VAT) 
can  be  used  as  an  incubator  shaker. 
Available  through  F.  T.  Scientilic 
Instruments  Ltd,  Station  Road,  Bredon, 
Tewkesbury,  Glos  GL202HH. 


standard  range  of  20  rotors  for  samples 
ranging  in  size  from  200^/1  to  100ml.  FT 
Scientific  Instruments  Ltd,  Station  Drive, 
Bredon,  Tewkesbury,  Glos  GL20  7HH. 


Seizure  free 
peristaltic  pump 

The  latest  version  of  the  Accuramatic  Mk5 
dispenser  pump  has  a  peristaltic  action, 
avoiding  the  use  of  valves  and  pistons 
which  are  prone  to  seizing.  The  Mk5  is 
able  to  cope  with  almost  any  type  of  mobile 
liquid,  including  corrosives,  claim  the 
manufacturers.  Single  lengths  of  silicone 
tube  are  used  which  can  be  easily  cleaned 
and  repeatedly  sterilized. 

The  pump  is  designed  to  run  at 
constant  speed  for  precise  periods.  The 
compact  design  makes  it  completely 
portable,  and,  say  Accuramatic,  no 
servicing  is  required.  The  Mk5  has  a 
dosmg  range  from  0.25ml  to  700ml  —  this 
can  be  doubled  by  the  addition  of  a 
second  pumphead.  A  pneumatic 
footswitch  IS  used  to  initiate  doses  and  the 
electrical  circuitry  incorporates  an  opto- 
isolator.  Accuramatic,  Watlington,  King's 
Lynn,  Norfolk  PE33  OJB. 


Pessaries  to 
specification 

Universal  Filling  Machine  Co 
manufacturers  specialised  equipment 
such  as  pessary  moulds.  The  moulds,  each 
made  to  individual  specifications, 
comprise  heatmg/coohng  tanks  fitted 
beneath  the  upper  and  lower  main  mould 
plates,  on  top  of  which  are  situated 
pouring  frames.  Prices  vary  according  to 
requirements,  but  a  basic  unit  costs 
around  £2,000. 

The  mam  plates  of  the  moulds  normally 
have  100  tapered  cavities  machined  from 
special  materials  compatible  with 
customers'  products.  The  base  plates  also 
have  inserts  from  the  same  material  m 
which  are  machined  the  domed  narrow 
ends  to  complete  the  pessary  shape. 

The  handles  incorporate  spring- 
loaded,  quick-release  devices  to  clamp  the 
mam  and  base  plates  together  for  the  pour 
and,  when  released  automatically, 
separate  the  two  plates  via  a  built-m  cam 
action.  Universal  Filling  Machine  Co, 
Bromley  Green  Road,  Upper  Ruckinge, 
Ashford,  Kent. 
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Weighing  in  with 
NPA  discount 

The  National  Pharmaceutical  Association 
has  approved  Metragram's  micro- 
processor-based tablet  and  capsule 
counting  machine,  which  adopts  the 
counting  by  weight  principle. 

The  Precisa  Viscount  (£760  trade,  10 
per  cent  discount  to  NPA  members)  has 
been  developed  for  retail  pharmacies,  say 
Metragram.  Tablets  and  capsules  are 
counted  into  special  scoops  (not  shown)  so 
there  is  no  need  for  dismantling  of  the 
machine  for  cleaning.  Metragram 
Instruments  Ltd,  Radlett  House,  West  Hill, 
Aspley  Guise,  Bucks  MKI7  8DT. 
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OLJSE 

For  soft,  young-lookinq  hands 
Superior  styling  with  longer  cuff 
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I  .R("  Producls  Limilcd, proprietor  o(  thcTrjde  Marks 
MARIGOLD.  MARIGOLD  FLEUR 
.md  the  Flower  Device,  Tel  ()L=i27  2377 
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GLOVES 

For  soft,  young-looking  hands 
and  extra  protection 


Mangold 

Jf  Dorit  get  us  wrong.  The  last  thing 
your  customers  get  with  Marigold  are 
sore  hands. 

That's  why  they've  always  been  the 
housewife's  favourite  quality  glove. 

Now  as  you  can  see,  we've  totally 
revamped  the  range  and  re-designed 
the  packaging  to  better  meet  the  needs 
of  today's  woman. 

It's  cleaner,  clearer  and  altogether 
more  colourful.  Now  more  hands  than 
ever  will  be  reaching  out  for  Marigold. 

And  with  a  brand  new  advertising 
campaign  behind  Marigold,  these  new 
)■  packs  can't  fail  to  catch  the  eye. 
:        So  stock- up,  display. . .  and  watch 
•'-them  get  cleaned-up. 
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real  edge. 


Make  sure  you  add  the  Schick  twin  blade  disposable  to  your  current  shaving  product 
range  and  you'll  see  just  how  much  of  an  edge  it  will  give  you. 
This  high-quality  razor  has  a  unique  built-in  sliding  blade  protector  cap  that 
keeps  those  finely-honed  blades  extra  safe  when  not  in  use.  And  it  all  comes 
beautifully  packaged  in  units  of  five  in  a  bright,  attractive  see-through  bag  with  all 
the  product  'plus  points'  clearly  identified. 

Your  customers  will  get  a  razor  that's  comfortable  to  use,  with  twin  blades  for  a 
really  close  shave  . .  plus  it  carries  the  Schick  name  for  quality  and  is  available  at  a 
really  competitive  price. .  .you  couldn't  ask  for  a  better  package. 
To  give  your  sales  an  extra  boost,  we're  giving  you  a  choice  of  two  eye-catching 
merchandising  units  to  display  the  product  —  Either  a  dump  bin  or  a  self-select 
counter  display. 

Make  sure  you  have  the  edge  on  the  competition.  Stock-up  now  with  the  Schick 
disposable  and  move  even  faster  toward  greater  profits. 

Contact  us  now  for  more  details  or  we  will  arrange  for  a  representative  to  call  so 
you  can  see  the  Schick  disposable  for  yourself. 

RICHARDS  &  APPLEBY 

Gerrard  Place,  Skelmersdale,  Lancashire  WN8  9SF 
Telephone  0695  201 1 1  Telex  628366  G 


•  SOAP  TOILETRIES  COSMETICS  IVIANUFACTURE  MARKETING  •  AGENCY  MARKETING  DISTRIBUTION  • 
•  CONTRACT  MANUFACTURE  •  PRIVATE  LABEL  DESIGN  MANUFACTURE  •  EXPORT  MARKETING  DISTRIBUTION  • 


Update  for  the 
Payemaster 


Twinlock  has  updated  its  Payemaster 
wages  and  salaries  system  for  small 
companies  employing  up  to  50  people.  It  is 
a  simple  "three-in-one"  wages  and  salaries 
method  that  requires  the  details  on  the 
personnel  deduction  sheet,  the  pay  slip 
sheet  and  payroll  sheet,  to  be  written  only 
once,  using  carbonless  paper.  The  system 
(£118.82)  is  available  in  a  starter  outfit 
pack  in  a  PVC  lockable,  portable  case. 
Twinlock  PLC,  36  Croydon  Road, 
Beckenham,  KentBR34BH. 


Slimline  look  for 
display  

A  range  of  slimline  Newscanner  electronic 
display  units  is  available  from  IGG 
Electronics.  Each  unit  has  a  choice  of  20 
programming  effects  which  can  be 
changed  from  a  hand-held  keyboard,  or 
governed  by  a  pre-programming 
sequence. 

The  displays  have  an  11,000  character 
memory  which  is  divisible  into  11  files  of 
1,000  characters  each.  The  displays  can 
be  programmed  by  telephone  using  a 
modem;  or  via  a  computer.  For 
programming  remotely  located  devices 
from  a  central  point  a  message  dumper 
facility  is  offered. 

Newscanners  are  available  in  an 
aluminium  casing  finished  in  silver  and 
black  in  varying  sizes.  The  smallest  unit  is 
89cm  in  width.  IGG  Electronics  Ltd, 
Grove  Road,  Cosham,  Portsmouth, 
Hampshire  P061LX. 
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Pegging  in,,. 

A  self-adhesive  base  unit  which  enables  an 
existing  range  of  pegboard  fittings  to  be 
used  almost  anywhere  without  the  use  of 
pegboard  is  available  from  Ri-co, 

Ri-Co  claims  to  have  the  largest  range 
of  non-wire  pegboard  fittings  in  the  world. 
The  new  development  allows  most  of  these 
fittings  to  be  placed  on  the  wall  or  on 
almost  any  surface.  Weight  carrying  is 
claimed  to  be  excellent  and  on  a  short 
hook  has  been  tested  to  over  5kg.  Holes 
are  provided  for  either  a  nail  or  a  screw  if 
exceptional  adhesion  is  required.  Ri-co, 
Coton,  Cambridge  CBS  7PY. 
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Three  way 
communicator 

Pifco's  electronic  intercom  is  a  simple 
plug-m  unit  using  FM  wireless  technology. 
It  operates  in  conjunction  with  at  least  one 
other,  or  a  number  of  others  on  the  same 
circuit.  Alternatively  the  three-channel 
selector  switch  allows  three  pairs  of  units  to 
be  m  communication  without  interference 
from  each  other. 

The  unit  (around  £22)  requires  no 
special  wiring.  A  standard  13  amp  plug 
connection  into  the  mams  is  all  that  is 
needed.  When  set  on  "auto",  the  unit  is 
voice  activated  which  means  that  hands 
can  be  free  while  users  talk  and  listen.  The 
"call"  button  gives  a  beep  call-tone  to  alert 
the  person  you  wish  to  speak  to.  Indicator 
lights  act  as  a  reminder  to  the  user  as  to 
which  setting  is  in  use.  Pifco  Ltd, 
Failsworth,  Manchester  M35  OHS. 


Sinclair  offer  QL 
cash  trader  

Sinclair  Research  have  introduced  an 
accounting  program  for  small,  cash-based 
businesses  and  sole  traders.  QL  Cash 
Trader,  which  runs  on  the  Sinclair  QL 
micro,  IS  available  at  an  rsp  of  £69.95  (mc 
VAT). 

The  program  requires  no  accountancy 
skill  to  operate,  it  is  claimed,  and  explains 
all  new  concepts  as  they  arise  —  it  is 
accompanied  by  a  222-page  manual. 

As  a  simple  accounting  system,  it 
performs  basic  book-keeping  functions 
and  maintains  profit  and  loss  accounts  and 
balance  sheets.  Both  are  automatically  up- 
dated after  each  transaction.  Full  VAT 
accounting  and  reporting  are  included. 
The  QL  Cash  Trader,  which  comes  on 
three  separate  microdrive  cartridges,  is 
not  intended  as  a  substitute  for 
professional  accounting  services,  say 
Sinclair  Research,  Stanhope  Road, 
Camberley,  Surrey  GU153PS. 


Shelving  it 


A  merchandising  unit  offering  14  sq  ft  of 
shelving  space  suitable  for  a  variety  of 
products  is  available  from  Lewton  &  Co. 

Capable  of  holding  a  quarter  of  a  ton, 
the  product  is  made  from  steel  wire  coated 
with  low  density  polythene,  and  is 
available  in  a  variety  of  colours. 

All  units  are  supplied  in  flat-pack  form 
and  can  be  disassembled  when  not 
required  for  storage.  The  basic  system 
measures  48  in  high,  31  m  wide  and  16*  2 
in  deep,  has  five  shelves  and  costs  £29 
(plus  VAT).  Lewton  &  Co,  4  Chapel  Fold, 
Lower  Wyke,  Bradford,  West  Yorks. 
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Dr  Roberts  would  rather 
see  open  competition 
between  pharmacists 
and  doctors  in  rural  areas.  "Let 
the  patient  decide  where  he  has 
his  prescriptions  dispensed,"  he 
says. 

There  is  no  need,  either,  for 
inspectors  to  check  doctor- 
dispensed  scripts,  says  Dr 
Roberts:  "I  have  4,500  "inspec- 
tors' who  would  soon  complain  ii 
something  was  wrong." 

He  agrees  patients  do  not 
necessarily  spot  all  mistakes  and 
don't  have  to  "drop  down  dead" 
for  a  mistake  to  have  been  made. 
But  he  says  he  has  full  con- 
fidence that  his  dispensing 
system  is  sufficiently  safe.  "There 
IS  no  dispensing  done  without  a 
doctor  on  the  premises  and  the 
dispensers  are  well  trained  — 
they  are  not  allowed  to  work  on 
their  own  until  they  have  been 
with  the  practice  for  six  months. 

"I  have  to  make  sure  things 
are  right,  after  all,  it's  my  job 
that's  on  the  line  if  they're  not.  If 
I  put  the  wrong  label  on 
something  it  would  get  around 
like  wildfire.  I  would  lose  face 
with  my  patients,"  Dr  Roberts 
adds. 

Pharmacists  play  an  impor- 
tant role  in  re-mforcmg  informa- 
tion about  patient's  medicines 
and  providing  a  second  check 
—  but  only  in  the  urban  situa- 
tion. Country  folk  are  different, 
he  says,  having  experienced 
both  urban  and  rural  practice. 

Urban  patients  are  less  like- 
ly to  have  continuity  of  care  — 
they  don't  necessarily  see  the 
same  GP  each  time  they  go  to 
the  surgery.  And  the  doctor  may 
not  have  the  time  to  do  all  the 
explaining. 

In  the  country,  Dr  Roberts 
maintams,  patients  have  a  closer 
relationship  with  their  GP,  they 
are  more  likley  to  take  in  what  he 
tells  them  and  have  more  con- 
fidence m  him. 

Dr  Roberts  admits  he  has  had 
no  formal  training  m  dispensing 
but  says  he  has  learnt  from  his 
colleagues  and  has  to  keep  up  to 
date  with  changes:  "We  receive 
circulars  from  the  family  practi- 
tioner commitee  and  local 
medical  committee,  and  the 
DDA  keeps  abreast  of  changes. 

"If  I  know  about  the  drugs, 
then  surely  I  am  able  to  dispense 
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them."  Dr  Roberts  cites  Dr  David 
Farrow,  chairman  of  the 
GMSC's  rural  practices  sub- 
committee, who  recently  said 
that  dispensing  was  now  pretty 
straightforward  as  most  drugs 
were  pre-packed. 

It  is  the  doctor's  responsibili- 
ty to  warn  patients  about  drug  in- 
teractions. And,  says  Dr  Roberts, 
m  a  good  dispensing  practice 
the  dose  form  and  availability 
are  checked  too. 

Yes,  pharmacists  may  pro- 
vide a  valuable  service  in  terms 
of  relieving  their  medical  col- 


something  to  relieve  it  on  the 
spot." 

Dr  Roberts  says  it  is 
misleading.  "For  a  start  the 
chemist  will  not  'give'  you 
anything.  He  may  seU  something 
or  provide  something."  Dr 
Roberts  feels  some  patients  may 
interpret  "give"  as  meaning  they 
can  go  to  their  pharmacist  in- 
stead of  their  doctor  and  he  will 
literally  give  them  something. 

Secondly,  Dr  Roberts  thinks 
the  pharmacist's  advice  may  well 
be  sound  but  he  is  not  sure  how 
"qualified"   it   would   be  — 


DR  DAVID  ROBERTS 


Pharmacists  have  long  complained  about 
dispensing  doctors.  Here  C&D  gets  Dispensing 

Doctors  Association  chairman  Dr  David 
Roberts'  views  on  why  doctors  should  dispense. 
There  is  no  need  to  have  pharmacies  in  rural 

areas,  he  says.  'Doctors  already  do  the 
dispensing,  there  is  no  need  to  duplicate  the 
service.' 


leagues  of  some  of  the  work  deal- 
ing with  some  of  the  more  minor 
ailments,  but  Dr  Roberts  says  he 
would  not  like  that  role  extended 
any  further  without  proper 
training. 

He  criticises  a  TV  Times 
advertisement  in  the 
current  National  Phar- 
maceutical Association's  cam- 
paign that  advises  patients  to 
". .  .trot  along  to  their  pharmacist 
next  time  they  have  an  upset 
stomach.  He  will  be  happy  to 
give  you  sound,  qualified  ad- 
vice. He  may  be  able  to  give  you 


remembering  that  the  advertise- 
ment is  generalising,  talking 
about  all  pharmacists. 

Dr  Roberts  asks:  "What 
about  the  woman  who  presents 
with  a  stomach  upset,  buys  an 
antacid,  and  two  days  later  per- 
forates an  ulcer  or  appendix?" 
He  adds  that  such  cases  are  pro- 
bably few  and  far  between,  but 
he  says  that  pharmacists  need  to 
be  better  trained  to  extend  their 
role  as  a  filtering  system  for 
minor  ailments. 

Despite  that  Dr  Roberts  says 
he  does  not  want  to  do  phar- 
macists out  of  a  job. 


The  Dispensing  Doctors 
Association  was  set  up  as  a 
defence  against  the  General 
Medical  Services  Committee 
because  it  was  felt  that  dispens- 
ing doctors  were  not  properly 
represented. 

One  of  the  Association's 
original  aims  was  to  negotiate 
good  terms  for  products  with  the 
pharmaceutical  industry:  "That 
is  very  much  in  the  background 
at  present.  It  was  suggested 
when  two  of  us  got  together  and 
were  thinking  about  what  the 
Association  should  do." 

Now  the  DDA's  main  con- 
cerns are  Clothier,  which  Dr 
Roberts  believes  is  unbalanced, 
and  the  limited  list,  which  Dr 
Roberts  fears  will  be  extended  to 
other  therapeutic  areas. 

Firstly  Clothier:  Dr  Roberts 
says  the  option  forms  are 
unnecessary  and  the  cause  of  a 
lot  of  conflict  between 
pharmacists  and  doctors.  He 
cannot  understand  why  each 
individual  patient  should  have  to 
sign,  particularly  as  only  one 
member  of  a  family  unit  has  to 
sign  requesting  medical 
services:  "We  know  that,  on 
appeal.  Sir  Cecil  Clothier,  said 
that  was  the  way  it  had  to  be  — 
but  it  only  went  to  appeal 
because  the  chemists  wanted  it 
to." 

Dr  Roberts  is  also  concern- 
ed about  the  "remark- 
ably short  time"  for 
gradualising  the  change-over 
from  doctor  dispensing  to  phar- 
macist dispensing.  It  seems  a  lit- 
tle unfair  that  one  busnessman 
can  move  mto  another's  area  and 
that  the  latter  can  do  nothing 
much  about  it,  says  Dr  Roberts. 
As  for  the  compensation  of  £2 
per  patient  per  year  index -linked 
for  five  years  at  1983  figures,  Dr 
Roberts  considers  that  a  paltry 
sum  compared  to  the  potential 
loss  over  the  doctor's  profes- 
sional lifetime. 

"It  seems  a  chemist  can  close 
a  doctor  down  but  a  doctor  can- 
not close  a  chemist  down,"  says 
Dr  Roberts.  Although  he  agrees 
doctors  can  take  patients  from 
pharmacists  and  onto  their  , 
dispensing  lists:  "But  each  in- 
dividual transfer  tends  to  be 
fought  tooth  and  nail  by  the 
pharmacists,"  he  adds. 
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THIS  SUMMER. 


STOPS  DIARRHOEA  FAST 

Whatever  your  customers  may  call  it- 
diarrhoea  or 'holiday  tummy'  is  no  laughing 
matter,  particularly  when  it  ruins  the  holiday 
they  have  been  looking  forward  to  all  year. 

Sufferers  need  something  that  is  not  only 
effective  and  safe,  but  more  importantly 
fast-acting  to  allow  them  to  go  on  enjoying  their 
holiday. 

NEW  PRESENTATION 
OF  LOPERAMIDE 

Advertising  in  National  Dailies,  Womens  Journals.  nqw  you  have  the  answer.  Arret. 

Advertising  on  Independent  Local  Radio  Stations  Arret  offers yotyr customers  a  proven, 

(South  and  South  East).  fast-acting  convenient  remedy. 
Advertising  on  Regional  Television  (Central).  Arret  offers yoty  a  fast-moving  consumer 

Distribution  Competition  -  linked  to  orders  of  medicine  available  only  through  pharmacies. 
Arret- £5,000  worth  of  cameras  to  be  won . 

Introductory  bonus  offer  providing  attractive 
profit  on  return. 

DON'T  GET  CAUGHT  OUT  BY  DEMAND  FOR  ARRET  THIS  SUMMER.  ASK  YOUR  JANSSEN 
REPRESENTATIVE  OR  TELEPHONE  THE  NUMBER  BELOW  AND  ASK  FOR  THE  "ARRET  HOTLINE". 


S  02357  2966 


Janssen  Pharmaceutical  Ltd,  Grove,  Oxford  0X12  ODQ 

Arret  is  a  Trademark  '  National  equivalent 
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Dr  Roberts  also  dislikes  the 
"one- mile  rule,"  which  he  feels  is 
a  "one-way  one-mile  rule."  And 
he  says  the  "serious  difficulty" 
clause  can  be  a  problem.  "We 
have  had  patients  and  doctors 
complaining  that  it  is  adhered  to 
more  stnctly  than  is  reasonable." 

However,  Dr  Roberts  stresses 
that  he  does  not  want  conflict.  It 
used  to  be,  he  says,  that  chemists 
and  dispensing  doctors  co- 
existed quite  happily:  "There  is 
no  reason  why  they  shouldn't. 

"There  is  too  much  un- 
necessary conflict  but  that 
doesn't  mean  to  say  that  if  con- 
flict comes  from  the  other  side 
we  shan't  resist  it." 

Dr  Roberts  admits  dispens- 
mg  doctors  are  domg  two  jobs  — 
but  chemists  are  doing  two  jobs 
too,  he  says.  They  are  also 
businessmen.  "Not  many  are 
closing  down,  indeed  there  is  a 
lot  of  empire  building  going  on. 
Chemists  are  opposing  chemists. 
I  fancy  chemists  see  dispensing 
doctors  as  a  soft  touch. 

"Chemists  have  an  awful  lot 
of  problems  with  the  super- 
markets taking  some  of  their 
OTC  sales.  And  chemist  is  losing 
from  chemist  in  towns.  They 
must  not  pick  us  out  for  special 
treatment.  I  would  think  nation- 
wide supermarkets  and  other 
chemists  give  pharmacists  more 
headaches  than  dispensing 
doctors." 

After  all,  Dr  Roberts  mam- 
tains,  dispensmg  practices,' most 
of  which  are  long  established, 
are  only  doing  what  they  have 
been  doing  for  years. 

Dr  Roberts  admits  that,  m 
some  cases,  the  average  salary  of 
dispensmg  doctors  is  higher  thain 
their  non-dispensing  colleagues, 
but  not  m  every  case.  And, 
dispensing  doctors  do  not 
dispense  for  the  money.  He  says 
doctors  move  to  rural  locations 
because  they  like  living  in  those 
areas.  "They  have  to  dispense  as 
a  consequence  of  the  location  of 
their  practices.  We  enjoy  doing 
it  and  it  is  fair  that  we  are  paid  for 
it." 

Dr  Roberts  does  not 
believe  that  dispensing 
doctors  are  reimbursed 
twice  for  items  such  as  rates, 
lighting,  wages,  by  virtue  of 
receiving  a  capitation  fee  for 
medical  services  and  a  fee  for 
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dispensing,  although  he  is  un- 
sure of  the  mechanisms  by  which 
such  double  payment  is  avoided. 

Dr  Roberts  is  convinced  of 
the  strength  of  his  position  as  a 
dispensmg  doctor:  "The  patients 
obviously  need  the  service  and, 
if  an  opinion  poll  were  con- 
ducted, I  am  confident  it  would 
show  that  patients  prefer  their 
doctors  to  dispense  their 
medicines. 

"In  a  lot  of  cases  the  doctor 
needs  that  dispensing  income  to 
employ  that  second  or  third  part- 
ner to  make  life  that  much  more 
tolerable." 

He  agrees  that  setting  up  a 
dispensing  practice  costs  a  lot  of 
money  (some  £12,000  for  a  three- 
man  practice).  So  isn't  that  in- 
vestment worth  the  potential 
return?  Dr  Roberts  believes  that 
in  most  cases  doctors  don't  go  in- 
to it  as  a  business  venture:  "I 


rather  fortunate  that  it  does  not. 
"I  am  certainly  not  going  to  ad- 
vocate that  we  should  lose  even 
more  money." 

So  far  Dr  Roberts  has  had  to 
supply  very  few  black  list 
items,  although  he 
thinks  it  is  early  days  yet.  "The 
scheme  has  not  been  going  long 
enough.  People  are  still  at  the 
early  stages  of  trying  what  is  left 
to  them.  There  are  people  who 
have  gone  through  all  the 
available  medicines  and  want 
what  they  had  before.  There  is 
no  way  in  the  Regulations  that  a 
patient  could  come  in  and  ask  for 
Tixyhx  for  example  —  that  would 
be  a  retail  sale.  The  only  way  a 
patient  can  get  something  is  from 
me  personally. 

"I  can  see  instances  in  the 
future  where  Mrs  loe  Bloggs 
wants  her  Equagesic,  rather  than 


joined  the  practice  because  I  hk- 
ed  where  it  was." 

Dr  Roberts  says  his  prescrib- 
ing is  not  influenced  by  the  best 
buys  he  can  make  on  drugs.  "We 
are  liable  for  any  clinical 
mishaps  so  we  have  to  make  sure 
medicines  are  licensed,  for  ex- 
ample. All  doctors  prescribe 
from  their  own  small  list  of 
medicines  they  know  well.  As 
such  we  only  have  to  stock  what 
we  prescribe.  Ocassionally  we 
have  problems  with  odd  things 
hospital  doctors  prescribe,  but 
only  very,  very  rarely  do  we 
have  to  tell  a  patient  to  come 
back  for  their  medicine  because 
we  are  out  of  it." 

Dr  Roberts  would  rather  not 
say  whether  the  HD  scheme 
should  apply  to  dispensing  doc- 
tors. But  doctors  are  probably 


one  of  the  few  available 
analgesics.  She  wants  a  repeat 
prescription  for  Equagesic, 
which  is  what  she  had  before.  So 
my  staff,  instead  of  writing  out  a 
repeat  prescription  on  a  DHSS 
form,  would  write  it  on  a  private 
form  —  so  only  the  piece  of 
paper  will  change."  Indeed,  as 
things  stand  Dr  Roberts  is  fairly 
confident  that  blacklist  supplies 
will  be  few  and  far  between,  but 
he  IS  worried  about  the  list 
principle  being  extended. 

To  record  blacklist  supplies 
Dr  Roberts  simply  writes  out  the 
private  script  on  a  blank  form 
supplied  by  a  pharmaceutical 
company  —  bearing  only  his 
name  and  address,  no 
advertising  —  and  that  piece  of 
paper  goes  into  the  patient's 
notes. 


Dr  Roberts  does  not  think 
there  will  be  a  temptation  to 
supply  additional  OTC 
medicines  to  patients  when  they 
come  m  for  their  POMs.  The 
regulations  state  that  the  supply 
has  to  be  in  the  course  of  medical 
treatment,  says  Dr  Roberts.  "So 
presumably  that  means  the 
patient  has  to  be  sitting  in  my 
room  talking  about  that  ailment. 
I  have  to  decide  whether  it  needs 
treatment  and  with  what,  and  the 
patient  has  to  decide  if  he  or  she 
wants  treatment."  Secondly,  Dr 
Roberts  thinks  it  is  unlikely 
doctors  will  keep  items  for  trivial 
ailments.  "They  are  not  going  to 
keep  single  packs  of  things, 
which  meant  ordering  it 
especially,  and  that  would  be  a 
nuisance  for  the  patient  and 
doctor." 

To  price  private 
prescriptions  Dr  Roberts  uses 
MIMS  —  its  prices  are 
calculated  from  the  guidelines 
issued  by  the  Pharmaceutical 
Society.  This  is  the  method 
recommended  by  the  British 
Medical  Association. 

So  what  is  Dr  Roberts'  ideal 
situation  for  providing  patients 
with  their  medicines?  He  says  he 
would  like  to  see  a  much  more 
flexible  system  whereby  the 
patient  decides  where  he  gets  his 
prescriptions  dispensed  —  not 
have  the  choice  forced  upon 
him. 

He  accepts  that  patients' 
views  are  heard  though  lay 
representation  on  the  dispensing 
sub-committees  but  he  says  the 
lay  members  are  often  not  even 
from  the  area  under  discussion, 
and  frequently  end  up  siding 
with  the  doctors  or  pharmacists 
depending  on  personal 
preference  for  the  individuals 
involved. 

At  the  moment  Dr  Roberts 
feels  the  Regulations  are  too 
vague  in  many  instances.  For 
example  there  is  no  definition  of 
rurality  —  that  too  causes  a  lot  of 
fights,  says  Dr  Roberts. 

To  solve  the  problems,  Dr 
Roberts  says  he  would 
love  co-operation  rather 
than  conflict  with  the  phar- 
maceutical profession:  "I  would 
love  to  get  together  with  phar- 
macists and  talk  over  our  dif- 
ferences privately  rather  than 
doing  it  in  public." 
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...the  Nol  Brand. 

New  from  the  No.  1,  Herbal  and  Aloe  VASELINE  Intensive  Care  Lotion  is  guaranteed  to 

generate  extra  sales. 

Herbal  and  Aloe  Vera  contains  unique  skin  conditioning  properties  plus  an  attractive  fragrance. 
Watch  out  for  the  major  summer  promotion  featured  on  VASELINE  Intensive  Care's  full 
range  -  your  customers  could  win  a  trip  to  a  tropical  island  of  their  choice. 
£L8  million  TV  and  Press  advertising  during  1985  and  advertising  in  over  one 
million  Holiday  magazines,  plus  20p  off  coupons,  to  guarantee  your  sales.      ■  ] 
So  don't  be  marooned  without  stock  -  order  the  ""^^ 
VASELINE  Intensive  Care  range  now!  ^ 


VASELINE,  and  VASELINE  Intensive  Care  are  registered  trademarks  of  Chesebrough-Pond's  Ltd. 


Chesebiough -Ponds  Ltd. 


THE  DIFFERENCE 
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TO  YOUR  HAT  FEVER 
SUFFERER{ 


Those  >Nj»°*S 


^^^^^^^^^^ 

......  Tl^se^tsurn^ 


akee 

school  fdX^t*^era>dd\e 

exarns. 


:ribjng 
nation 
>ntation 

Is  White, 
J, flat  faced, 
edge  tablets 
i/l  m  two  con- 
ic circles  on 
ide,  and  a 

■d  bisect  line  on  the  other  Each  tablet  contains  60mg  terfenadine 

ension  A  white  oral  suspension  containing  30mg  terfenadine  in 

Mtha  citrus  - mini  odour  and  iasle  Uses  Tnludan  is  an 

istamine  which  is  indicated  for  the  symptomatic  relief  of  hay  fever 

llergic  rhinitis  Dosage  &  Administration  Adults  and  children  over 

3rs  One  tablet  twice  daily  or  two  5mi  spoonfuls  twice  daily 

-en  6-12  years  Half  a  tablet  twice  daily  or  one  5ml  spoonful  twice  daily 


Contra- indications, Warnings,  etc. 

Patients  with  known  hypersensitivity  to  the  drug 
Precautions  Although  animal  teratology  studies  have  not 
indicated  adverse  effects, Tnludan, like  most  medications, should  not 
be  used  during  pregnancy  nor  during  lactation  unless.in  the  opinion  of 
the  physician, the  potential  benefits  outweigh  any  possible  risk  Side- 
effects  Headache,  sweating, mild  gastro-mtestmal  disturbances  and 
skin  rashes  have  been  infrequently  reported  In  objective  tests  Tnludan 
has  been  shown  to  be  free  from  central  nervous  system  side-effects 
Reports  of  drowsiness  are  extremely  rare  Overdosage  One  patieni 
took  25  tablets  (1  5G)  and  gastric  lavage  was  performed  one  hour  later 
with  good  recovery  oftablets  There  wasatransientfall  in  blood 
pressure  Liver  function  tests  initially  and  two  days  later  were  normal 


No  other  problems  were  noted  and 
there  was  no  effect  on  conciousness  Pharmaceutical 
Precautions  None  Legal  Category  P  Patient  Purcfiase  Price  £1  78 

(inc  V  AT  )  for  10  tablets  Furtfier  Information  In  actual  driving  tests 
Tnludan  does  not  impair  performance  nons  there  a  change  in  mood 
Product  Licence  Number  7ab/ef  PL  4425/0024  Suspension  PL  4425/0057. 
Reference:!  Betts,T  e(  a/ ,  Snf  Med  J  ,  1984,288, 281   2  Clarke,C  H  & 
Nicholson, A  N  Br  J  Clin  Pharmacol  ,1978.6.31 


MERRELL  DOW 


® 


Trademarks 
MerrelLDow, 
Tnludan 


erm  format  ion  is  available  on  request  from  Merrell  Dow  Pharmaceuticals  Limited,  Meadowbank,  Bath  Road,Hounslow,  Middlesex,  TW5  90  Y 


■  PATA  FORUM  ■ 


Display  dilemma 

for  y  medicines?  

John  Wells,  executive  director  of  the  Proprietary  Association  of 
Great  Britain,  does  not  think  the  Government's  limited  list 
scheme  will  put  any  pressure  on  the  resale  pricing  of  OTC 
medicines.  With  one  of  the  traditional  marketing  routes  for 
these  medicines  now  closed,  he  points  out  there  is  a 
mechanism  for  advertising  prescription  medicines  to  the 
public,  and  suggests  pharmacists  should  display  P  medicines 
better,  while  remaining  within  Pharmaceutical  Society 
guidelines.  And  he  says  consumers  actually  want  to  handle 
these  medicines,  after  they  have  been  brought  into  the 
pharmacy,  perhaps  by  advertising,  before  asking  the 
pharmacist's  advice. 


John  Wells  says  the  commercial 
repercussions  of  the  limited  list  are  still 
uncertain.  "No-one  must  assume  that 
products  previously  promoted  to  doctors 
will  switch  to  public  sale  in  total,"  he  told  a 
Proprietary  Articles  Trade  Association 
Forum  last  week. 

"A  negative  indications  list  similar  to 
the  West  German  model,  would  have 
produced  greater  savings  for  the 
Government.  And  it  would  have  been 
more  conducive  to  the  role  of  the 
pharmacist  and  acceptable  to  industry. 

"With  a  product  blacklist  the 
Government  is  having  to  close  doors  as 
they  open." 

The  list  had  effectively  closed  the 
marketing  route  for  blacklist  medicines  of 
promotion  to  the  GP,  for  prescription, 
followed  by  repeat  OTC  purchase. 

This  route  had  stemmed  from  an  ABPI- 
DHSS  agreement  that  non-prescription 
medicines  promoted  to  doctors  would  not 
be  promoted  directly  to  the  public.  Only 
the  direct  route  to  the  public  was  left.  One 
consequence  was  that  many  non-POM 
medicines  were  having  to  be  relabelled 
because  they  were  now  to  be  promoted  m 
this  way.  Previously  they  had  been  exempt 
from  the  Medicines  (Labelling  and 
Advertising  to  the  Public)  Regulations, 
because  they  had  been  prepared  and 
packaged  with  a  view  to  supply  on  script. 

Mr  Wells  said  companies  might  now 
try  to  promote  these  medicines  to  GPs  to 
generate  recommendations  for  purchase 
by  patients  and  advertise  them  to  the 
public  at  the  same  time.  Mr  Wells  did  not 
share  doubts  expressed  by  PATA 
president  Carl  Bedford,  that  such 
advertising  pre-empted  the  pharmacists' 
advisory  role.  Mr  Wells  said  many  P 
medicines  were  already  advertised. 
"Advertising  makes  the  public  aware  the 
product  is  available  and  what  it's  for.  The 
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pharmacist  can  'key  in'  when  the  customer 
is  m  the  pharmacy." 

But  he  warned  the  profession  to  look 
carefully  at  how  it  supervised  medicine 
sales  and  to  make  P  medicines  more 
accessible  to  the  public.  Mr  Wells  said  he 
was  disappointed  P  medicines  were  not 
better  displayed  within  present 
Pharmaceutical  Society  guidelines.  "We 
deny  the  consumer  the  ability  to  ask 
advice  if  we  deny  him  access  to  P 
medicines.  Why  make  pharmacies 
identical  to  drug  stores  with  just  rows  of 
GSL  medicines  on  open  shelves?" 

Mr  Wells  said  that  when  a  customer 
was  made  aware  of  a  particular  product, 
either  by  advertising  or  through  the 
recommendation  of  a  friend,  and  weeks 
later  perhaps  had  need  of  it,  they  wanted 
to  handle  the  product,  see  the  label  and 
price  and  make  comparisons  with  other 
products.  It  was  at  this  stage  that  they 
would  ask  the  pharmacist's  advice. 

But  he  said  the  limited  list  would  put  no 
pressure  on  resale  price  maintenance  of 
medicines.  It  was  his  belief  that  companies 
strongly  believed  in  the  principle. 

Mr  Fearon  of  Warner  Lambert  said  he 
had  seen  recent  evidence  of  the  price 
promotion  of  medicine  outside  of 
pharmacy  and  that  the  market  had 
changed  with  the  limited  list.  Mr  Astill, 
NPA  director,  said  he  was  sure  such 
activity  would  have  filtered  back  to  his 
chemist  members  —  none  had. 

Mr  Wells  reminded  the  forum  that  a 
mechanism  existed  for  the  manufacturer  to 
advertise  POMs  to  the  public.  If  the 
licensing  authority  did  not  object  to  a 
particular  advertisement  within  42  days  of 
submission  for  approval,  then  the 
company  could  use  it.  A  company  might 
want  to  say  its  product  was  still  made  and 
that  it  was  reasonably  priced  for  private 
prescriptions. 


'Don't  widen 
OTC  sales'  

Director  of  the  National 

Pharmaceutical  Association  Tim 
Astill,  urged  OTC  medicine 
manufacturers  to  resist  pressure  to 
move  medicines  from  P  to  GSL,  and 
not  to  widen  distribution  into  drug 
stores,  corner  shops  and 
supermarkets  in  response  to  the 
limited  list. 

Mr  Astill  told  the  PATA  Forum  that  the 
total  market  for  blacklisted  proprietary 
medicines  would  be  reduced. 

Manufacturers  had  a  choice  of  fighting 
to  maintain  or  increase  their  share  of  what 
remained,  or  to  get  out.  In  this  smaller 
market  there  would  no  longer  be  any  point 
in  promoting  such  medicines  to  the  doctor 
—  the  community  pharmacist  would 
become  the  target.  In  addition  there  would 
be  more  direct  consumer  advertising  of 
proprietary  preparations. 

Should  sales  of  P  medicines  be  led  by 
consumer  demand  or  by  pharmacist 
recommendation,  Mr  Astill  asked.  "What 
many  customers  want  in  seeking  the 
pharmacist's  advice  is  reassurance  that  the 
medicine  they  intended  to  buy  in  the  first 
place  IS  best." 

In  pure  commercial  terms,  the  wider 
the  distribution  of  an  advertised  medicine 
the  better.  But  he  urged  manufacturers  to 
resist  the  temptation  to  spread  the  net.  In 
return,  he  said,  pharmacists  should 
identify  and  support  those  manufacturers 
who  supported  pharmacy. 

Mr  Astill  paid  tribute  to  the  excellent 
work  of  the  PATA  in  pohcmg  RPM.  It  had 
held  up  remarkably  well,  bearing  in  mind 
the  predatory,  price-cutting  lions  who 
were  waiting  over  the  hill  to  devour  it, 
cream  off  the  top  of  the  market  and  price- 
cut  the  smaller  retailer  out  of  business. 
"PATA  activity  on  RPM  gives  the 
consumer  a  choice  of  medicines  and 
maintains  service  levels." 

A  suggestion  by  Mr  Astill  that,  in 
isolated  instances  of  determined  resistance 
to  the  RPM  principle  it  may  be  better  to 
acquiesce  rather  than  fight  m  the  courts 
and  risk  bad  PR,  was  strongly  rebutted  by 
the  Forum.  Retailers  gave  instances  of 
successful  court  cases  and  successful 
attendant  PR  campaigns.  Mr  Astill  said  he 
gladly  withdrew  his  suggestion. 

And  he  asked  manufacturers  to  mark 
medicine  price  lists,  tickets,  packs  and 
showcards  "maintained  price",  rather  than 
"rsp"  or  "recommended  price".  This 
would  avoid  confusion  that  medicine 
prices  were  only  recommended  and  not 
price  maintained. 
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Bright  outlook  for  sun 
preparations 


Sales  of  sun  preparations 
rose  by  29  per  cent  in  real 
terms  in  1984  and  the  market 
will  be  worth  £48m  in  1985. 
But  according  to  a  Market 
Direction  report,  per  capita 
spending  still  lags  behind 
other  countries. 

Market  Direction  calculates  the  sun 
products  market  at  $546m  m  1984  for  the 
five  countries  under  review  (France,  Italy, 
UK,  USA,  and  West  Germany).  This 
represents  a  growth  of  11  per  cent  over 
1983.  Retail  sales  trends  taken  at  constant 
1984  prices  show  strong  real  growth  in 
1983  and  1984  in  the  order  of  7-8  per  cent 
per  annum.  Further  real  growth  of  4  per 
cent  is  forecast  for  1985,  says  the  report. 

In  absolute  terms  the  market  is 
dominated  by  the  US  with  a  60  per  cent 
market  share  and  this  situation  is  likely  to 

Soap  makers 
fight  for 
leadership 

Tough  brand  and  retail 
competition  are  the  main 
features  of  an  otherwise 
stable  household  toilet  soap 
market,  according  to  a  report 
from  Marketing  Strategies  for 
Industry. 

The  report  values  the  market  in  1983  at 
£55m  rsp,  and  says  increases  on  1980  have 
only  kept  pace  with  inflation.  In  volume 
terms,  the  maket  has  remained  roughly  the 
same. 

Low  prices  reflect  the  competitiveness 
of  the  market,  says  the  survey.  Between 
1979  and  1983,  the  average  price  of  toilet 
soaps  increased  by  only  32  per  cent, 
compared  to  a  Retail  Price  Index  increase 
of  50  per  cent. 

Cussons'  Imperial  Leather  is  the  brand 
leader,  with  a  market  share  of  15  per  cent 
(£8. 25m)  in  1983.  Next  comes  Lever 
Brothers'  Shield  with  10  per  cent  (£5. 50m). 
The  hottest  battle  is  in  the  "second 
league,"  says  the  report,  where  Lux, 
Lifebuoy  Toilet  (Lever  Brothers), 
1000 


continue. 

The  most  rapid  recent  growth  has  been 
in  the  UK,  which  following  several  years  of 
static  demand,  rose  by  26  per  cent  in  real 
terms  in  1983  and  by  another  29  per  cent 
in  1984.  Market  Direction  predict  10  per 
cent  in  1985. 

UK  growth  has  been  far  stronger  than 
m  the  other  European  countries.  'The 
French  market  has  been  reasonably 
buoyant  and  slighty  stronger  than  the  West 
German  rate  of  demand,  says  the  report. 
Both  grew  by  3  per  cent  in  real  terms  in 
1984.  The  Italian  market  is  comparatively 
weak,  and  set  against  a  high  rate  of 
inflation,  is  declining  in  real  terms. 

The  major  US  manufacturer  of  suncare 
profucts  is  Schering-Plough,  with  an 
estimated  40  per  cent  market  share 
through  the  Coppertone  and  Tropical 
Blend  brands.  Coppertone,  which  is 
distributed  in  the  UK  by  Scholl,  trails 
market  leader  L'Oreal  with  the  Ambre 


Palmolive  (Colgate  Palmolive)  and  Camay 
(Proctor  &  Gamble)  all  have  between  5 
and  8  per  cent  of  the  market. 

In  company  terms.  Lever  Brothers  lead 
the  market  with  a  26  per  cent  share. 
Colgate  Palmolive  and  Cussons  are 
second  equal,  with  17  per  cent. 

Own-label  products  hold  about  12  per 
cent  of  the  market  (£6. 6m)  but  have  not 
expanded  m  recent  years  due  to  strong 
competition  from  the  major 
manufacturers.  The  report  says  Boots 
probably  account  for  half  the  own-label 
sector. 

Awareness  aids 
oral  market 

The  international  market  for 
oral  hygiene  products  is 
poised  to  grow  by  some  3  per 
cent  per  year  in  the  second 
half  of  the  1980's  according  to 
a  new  report  published  this 
month.  

The  key  factor  influencing  development  of 
oral  hygiene  products  is  an  increasing 
consumer  awareness  of  preventative 
dental  care,  says  a  Market  Direction  report 
compiled  by  the  Euromonitor  research 


Solaire  range  which  has  a  30  per  cent 
share  by  value  of  UK  business.  The  other 
main  contenders  in  the  UK  are  Avon, 
Bergasol  (Chefaro)  and  Nivea  (Smith  and 
Nephew)  each  with  11-12  per  cent  by 
value  in  1984. 

Surveys  conducted  over  recent  years 
for  the  four  main  markets  suggest  that  use 
of  sun  preparations  is  widespread  in  West 
Germany,  rather  less  so  in  the  US,  and 
much  less  so  in  France  and  the  UK. 
Contrasts  emerge  in  terms  of  use  between 
the  sexes.  In  France,  more  men  use  suntan 
products  than  women,  whereas  in  the  UK, 
male  use  is  fairly  low. 

Most  people  buy  suntan  products  prior 
to  going  on  holiday,  so  a  country's  tourist 
intake  is  less  important  than  the  holiday 
patterns  of  its  residents.  Even  in  Italy,  the 
foreign  visitors  sector  accounts  for  only  20 
per  cent  of  sales;  in  the  other  countries,  it 
is  less  than  5  per  cent  say  Market 
Direction. 

The  report  concludes  that  1985  sales 
should  reach  $580m,  growing  by  4  per 
cent  m  real  terms  over  1984.  Most  real 
growth  is  expected  in  the  UK,  some  in  the 
USA  and  France.  Price:  £550.  Market 
Direction,  87  Turnmill  Street,  London 
EC1M5QU. 


Boots  are  also  believed  to  be  the 
largest  retailer  of  soap  in  the  UK,  taking  a 
16  per  cent  market  share  by  value. 
Independent  chemists  have  8  per  cent, 
with  74  per  cent  taken  by  grocers. 

The  soap  market  is  backed  by  heavy 
advertising  support,  says  the  survey,  with 
expenditure  doubling  since  1979  to  reach 
£9. 6m  in  1983.  Proctor  &  Gamble  are  the 
main  advertisers,  spending  about  £4. 4m 
on  Camay  and  Zest.  ''Toilet  Soap  UK, " 
(£30)  horn  Marketing  Strategies  for 
Industry  (UK)  Ltd,  32  Mill  Green  Road, 
Mitcham,  Surrey  CR4  4HY. 


group,  covering  the  US,  UK,  France,  Italy 
and  West  Germany. 

Manufacturers  are  now  "steering 
dental  products,  which  have  often 
straddled  a  middle  ground  between  the 
health  and  cosmetic  sectors,  av/ay  from  a 
cosmetic  appeal  and  firmly  towards  a 
therapeutic  stance,"  says  the  report. 

Plaque  fighting  has  become  a  key 
trend,  indeed  Euromonitor  notes  that  in 
the  USA  and  Western  Europe  tooth  loss  is 
now  more  likely  to  result  from  gum 
disease,  caused  by  plaque  accumulation 
than  from  tooth  decay. 

Antiplaque  toothpastes  have  been 
available  for  several  years  in  the  European 
market,  but  have  been  delayed  in  the  US 
because  of  strict  regulations  and  hesitancy 
on  the  part  of  the  American  Dental 
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MARKET  SPOTLIGHT 


Association  m  approving  plaque  fighters. 

The  antiplaque  issue  is  Hkely  to  extend 
to  the  mouthwash  sector,  says  the  report. 
More  speciahst  antiplaque  toothbrushes 
are  also  likely  to  appear. 

Large  groups  of  denture  wearers  offer 
potential  for  growth  in  denture  cleansers 
and  fixatives  as  penetration  of  these 
products  IS  currently  low. 

The  oral  hygiene  market  is  split  into 
four  sectors:  toothpaste,  toothbrushes, 
mouthwashes  and  denture  preparations. 

In  the  US  and  Western  Europe 
toothpaste  sales  represent  over  half  the 
total  market  value,  varying  from  52  per 
cent  in  the  US  to  over  70  per  cent  in  Italy 
and  France,  say  Euromonitor. 

Colgate-Palmolive  are  believed  to  be 
the  world  number  one  in  the  toothpaste 
market,  accounting  for  some  35  per  cent  of 
value  sales  m  the  UK,  for  example. 

Elida  Gibbs  has  a  stronger  presence  in 
the  European  sector,  but  Proctor  & 
Gamble's  40  per  cent  share  of  the  US 
market  puts  it  as  number  two.  "Market 
Direction  Report  Oral  Hygiene.  " £550 
from  Market  Direction,  87  Turnmill  Street, 
London  EC1M5QU. 


Shampoo  is  a 
star  performer 

Disposable  nappies, 
fragrances,  setting  agents 
and  shampoos  are  the  current 
star  performers  among 
personal  care  products, 
according  to  Market 
Assessment  Publications 

UK  market  share  for  disposable  nappies  is 
around  27  per  cent,  leaving  plenty  of  room 
for  growth  before  the  European  average  of 
66  per  cent  is  reached.  Figures  as  high  as 
95  and  98  per  cent  have  been  achieved  m 
Finland  and  France. 

Refastenable  tapes  —  the  latest  in  a 
succession  of  "technical"  improvements  to 
the  product  —  will  give  "sustained  strong 
growth",  with  1984's  1,110  units  increasing 
to  1,975  by  1989. 

Disposable  nappies  have  a  major 
advantage  over  Terry  products  m  terms  of 


hygiene  and  increased  convenience,  say 
Market  Assessments.  And  there  is,  from 
the  consumer's  point  of  view,  nothing  to 
choose  on  price. 

Fragrances  also  have  plenty  of  room 
for  expansion  in  the  UK,  with  the  top  end 
of  the  market  expected  to  do  particularly 
well  as  more  women  earn  more  money. 
Slow  and  steady  growth  is  forecast  over  the 
next  three  years,  following  a  rough  time 
during  the  recession  of  the  early  80s, 

The  recent  influx  of  mousses  and  gels 
has  revived  the  long-term  decline  of 
traditional  setting  lotions,  a  market  which 
was  previously  "dying".  The  new  products 
have  still  barely  scratched  the  surface  of 
their  sales  potential,  with  inflation- 
adjusted  growth  of  46  per  cent  expected  m 
the  years  to  1988. 

Value  figures  in  the  shampoo  market 
have  suffered  over  the  past  few  years,  as 
tight  budgets  forced  consumers  to  trade 
down  to  own-label  or  economy  size 
products.  There  seems  to  be  some  cause  of 
optimism,  however,  as  increasing 
frequency  of  hair  washing  helps  demand. 

Less  healthy,  it  appears  are  the  markets 
for  bath  additives  ("no  real  sign  of 
responding  to  the  recovery"),  face  tissues 
("very  difficult  to  make  a  case  for 
significant  volume  growth"),  hair 
colourants  ("likely  to  drop  sharply  when 
current  fashions  become  passe)  and  lip 
salves  ("some  growth  is  thought  possible 
but  confidence  is  not  high"). 

Sales  development  of  adhesive 
dressings,  cough  and  cold  remedies, 
dental  care  products  and  wet  shavers  is 
expected  to  continue  along  lines 
established  m  the  past  few  years,  with 
market  values  static  in  real  terms 

Analgesics  should  show  continued 
growth,  as  ibuprofen  becomes  more  firmly 
established.  The  trend  towards  self- 
medication  and  the  advent  of  employee 
sickness  certification  have  helped  this 
market  in  recent  years. 

In  the  deodorant  sector,  bodysprays 
continue  their  advance  against  roll-ons 
and  traditional  aerosols.  The  future  looks 
rosy  too,  with  an  element  of  trading-up 
following  the  end  of  the  recession,  and 
expected  expansion  m  the  male  sector. 
Market  Forecasts  1985  (£95),  Market 
Assessment  Publications,  2  Duncan 
Terrace,  London  Nl  8BZ. 


Bobby  Robson,  manager  of  England's 
football  team,  is  seen  here  with  Richard 
and  Vivienne  Broadway  —  football  fans  of 
the  year.  The  award,  made  jointly  by 
Braun  and  Shoot,  netted  the  lucky  couple 
a  silver  trophy,  £200  towards  a  season 
ticket  for  Southampton,  £100  worth  of 
Braun  products,  and  £200  worth  of  Adidas 
products 


80s  best  for 
babyfood 


Prospects  for  the  international 
babyfood  market  are  better 
than  at  any  time  in  the  1980's. 
bringing  a  welcome  recovery 
for  the  major  manufacturers 
after  a  dismal  start  to  the 
decade 

That  is  the  finding  of  a  Market  Direction 
report  on  baby  foods,  compiled  by 
Euromonitor. 

The  optimism  is  due  partly  to  the 
maturing  of  the  "baby  boom"  postwar 
generation  and  increases  m  per  capita 
spending  due  to  a  better  economic  climate 
and  convenience  of  use  of  today's  baby 
food. 

The  market  for  baby  foods  m  US,  UK, 
France,  Italy  and  West  Germany  was 
worth  $2.55  billion  m  1984  ($167m  in  the 
UK)  say  Euromonitor,  with  most  growth  m 
the  US  and  UK  markets.  However,  per 
capital  sales  are  still  low  m  the  UK  at 
around  $3  compared  to  $7  in  the  US. 

A  growth  of  11  per  cent  m  the  overall 
market  is  predicted  to  $2.83  billion  in 
1989,  at  1984  prices.  "Market  Direction 
Report  1 .23  Baby  Foods.  " £650  Irom 
Market  Direction,  87  Turnmill  Street, 
London . 
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Ethyl  Alcohol 


(S.V.R.) 

Fermentation  and  synthetic  qualities  both  available  to  British  and  all  well  known  International  Specifications  and  Phannacop(eias. 


James  Burrough  (E  A.D.)  Ltd, 

356  Kennington  Road.  London  SE 11 4LD  Tel:  01-582  0232 
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Society  questions  list 
override  proposals 


The  Pharmaceutical  Society  is  to 
seek  clarification  from  the 
Department  of  Health  on  proposed 
arrangements  for  permitting  the 
NHS  prescribing  and  dispensing  of 
blacklisted  drugs  in  exceptional 
circumstances. 

The  proposed  arrangements  have  been 
considered  by  the  Practice  Committee, 
which  noted  that  permission,  once 
granted,  would  "apply  to  the  whole  of  a 
continuing  course  of  treatment".  It  was  felt 
that  there  should  be  some  limitation 
placed  on  a  course  of  treatment,  otherwise 
it  could  continue  ad  infinitum . 
Alternatively,  fresh  permission  should  be 
sought  after  a  specified  period  of  time. 

Prescribers  will  also  have  to  endorse 
prescriptions  in  a  manner  "to  be  agreed". 
The  Committee  felt  it  was  important  for  the 
profession  to  be  consulted  and  agree  on 
the  procedure  to  be  adopted.  At  its  May 
meeting  Council  agreed  to  write  to  the 
DHSS  seeking  information  on  these  points. 

The  Council  is  to  take  no  action  against 
a  pharmacist  who  refused  to  tell  a  doctor 
what  had  been  prescribed  for  a  patient  by 
another  doctor. 

The  Ethics  Committee  considered  a 
complaint  from  a  homoeopathic  doctor, 
that  a  pharmacist  had  declined  to  give 
information  relating  to  the  identity  of  a 
homoeopathic  product  dispensed  for  one 
of  his  patients,  following  a  consultation 
with  another  homoeopathic  practitioner. 

The  pharmacist  maintained  that  the 
prescribing  practitioner  had  not  wished 
dispensed  products  to  be  labelled  with 
their  names,  and  that  the  Society's  Code  of 
Ethics  had  precluded  him  from  divulging 
confidential  information. 

The  Ethics  Committee  considered  that 
the  pharmacist  had  followed  the  letter  of 
the  Code  of  Ethics,  and  recommended  that 
no  action  be  taken.  The  Committee 
considered  that  doctors  should  consult 
each  other  when  information  of  that  kind 
was  required,  and  that  pharmacists  would 
be  required  to  use  their  professional 
discretion  when  such  cases  arose. 
Communication  with  the  branches:  The 
Council  has  completed  a  review  of 
communication  between  the  branches,  the 
regions  and  itself,  and  has  approved  a 
number  of  suggested  improvements.  A 
circular  is  to  be  sent  to  branch  and 
regional  secretaries  with  a  view  to 
encouraging  more  positive,  effective  and 
active  communication. 
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Following  consultation  with  the 
branches,  the  Council  has  approved 
nominations  of  a  number  of  pharmacists  to 
serve  on  district  health  authorities 
throughout  England. 
Election  procedure:  The  published 
photographs  of  candidates  standing  for 
Council  will  in  future  have  to  be  taken  in 
the  year  of  the  election,  and  bear  on  the 
reverse  a  declaration  to  that  effect  signed 
by  the  candidate.  Under  current 
procedure,  candidates  have  to  supply  a 
photograph  taken  in  the  past  two  years. 
The  published  biographical  details  will  in 
future  include  the  candidate's  age  and 
details  of  any  professional  awards,  in 
addition  to  the  details  currently  required. 

The  amendments  were  made  on  the 
recommendation  of  the  Organisation 
Committee  which  had  reviewed  the 
established  procedure.  Other 
amendments  made  were  of  a  minor  nature. 
Veterinary  pharmacy:  The  Society  is  to 
prepare  a  leaflet  for  horse  owners  for  free 
distribution  by  pharmacies  which  sell 
equine  anthelmintics.  When  available, 
leaflets  will  be  sent  to  members  of  the  Ag  & 
Vet  Pharmacists  Group. 

The  possibility  of  producing  decals 
bearing  the  words  "agricultural  and 
veterinary",  to  supplement  the  green  cross 
symbol  in  ag  and  vet  pharmacies,  is  being 
considered. 

At  the  invitation  of  the  Ministry  of 
Agriculture,  the  Society  is  to  give 
consideration  to  veterinary  products  that 
might  be  moved  from  the  Prescription 
Only  Medicine  list  to  Pharmacy  sale  or  the 
General  Sale  List. 

The  Ag  &  Vet  Pharmacists  Group 
Committee  received  a  report  of  the  first 
meeting  of  the  Public  Health  and 
Industrial  Pesticides  Council,  which  had 
been  attended  by  a  Society  representative 
as  an  observer.  The  Society  is  to  keep  a 
watch  on  developments  to  ensure  that  no 
actions  are  taken  which  might  prejudice 
pharmacists.  An  observer  is  also  to  attend 
the  next  meeting. 

Prescribing  for  children:  Mr  John 
Balmford  and  Miss  H.  Ellison  are  to  be 
invited  to  serve  on  a  British  Paediatric 
Association  working  party  on  prescribing 
for  children.  The  working  party  will  also 
have  representatives  from  the  Royal 
College  of  General  Practitioners  and  the 
Association  of  the  British  Pharmaceutical 
Industry,  with  observers  from  the  Office  of 
Health  Economics  and  the  Department  of 
Health. 


CRCs  —  hazardous  chemicals  and  BSI 
standards:  The  Department  of  Trade  has 
replied  to  the  Society's  request  that  it 
should  lower  the  limiting  concentration  at 
which  paint  strippers  and  brush  cleaners 
would  be  covered  by  a  proposed 
mandatory  scheme  for  the  use  of  child 
resistant  closures  for  hazardous  house  and 
garden  chemicals.  The  Minister  indicated 
that  he  could  not  justify  covering 
chemicals  of  a  strength  not  even  classified 
as  harmful  in  the  packaging  and  labelling 
regulations.  The  proposed  regulations 
would  apply  only  to  liquids  and  containers 
of  two  litres  and  under. 

Comments  have  been  made  on  a  draft 
revision  of  the  British  Standard  on  child 
resistant  containers,  BS  5321.  The 
proposal  to  increase  the  age  range  of  those 
in  the  adult  test  had  been  questioned, 
being  at  variance  with  the  International 
Standards  Organisation  test,  and  it  had 
been  pointed  out  that  the  properties  of 
liquids  could  adversely  affect  the  resistant 
properties  of  the  closure. 
Administration  of  medicines:  A  meeting 
is  to  be  held  with  the  UK  Central  Council 
for  Nursing,  Midwifery  and  Health  Visiting 
to  comment  on  "Administration  of 
medicines",  a  document  prepared  by  the 
central  council. 

Solvent  abuse:  The  Society  is  to  become  a 
meriiber  of  Re-Solv,  a  newly  formed  group 
for  the  prevention  of  solvent  abuse.  Most  of 
the  new  organisation's  revenue  is  to  come 
from  the  Department  of  Health  and,  it  is 
hoped,  from  sponsorship,  but 
organisations  such  as  the  Society  will 
contribute  £200  per  annum. 
CD  recommendations:  The  Society  is  to 
write  to  the  Home  Secretary  urging  him  to 
implement  the  recommendations  on 
security  of  Controlled  Drugs  made  by  a 
working  party  of  the  Advisory  Council  on 
the  Misuse  of  Drugs. 
Medical  photographic  award:  The 
Society  is  to  increase  an  annual  award  for 
medical  photography  made  through  the 
Royal  Photographic  Society  to  £50.  The 
award  has  been  made  since  1958  to 
encourage  the  use  of  medical 
photography  for  clinical  records  and 
journal  illustrations.  The  increase  brings 
the  Society's  award  in  line  with  two  other 
major  awards,  given  by  the  Lancet  and  the 
British  Medical  Journal. 
Posters:  New  designs  in  full  colour  have 
been  accepted  for  the  Society's  "Careers 
in  pharmacy"  posters.  A  new  set  of 
"Medicines  with  respect"  posters  has  been 
designed,  and  500  sets  are  to  be  printed. 
Mr  Roy  Jones  has  been  re-appomted  to 
represent  the  Pharmaceutical  Society  on 
the  court  of  the  University  of  Wales 
Institute  of  Science  and  Technology  for  a 
further  three  years. 
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HE  SOFTER  OPTION 

The  consumer  demands  the  quality 

of  softness  linked  with  strength. 
Options  guarantees  this  combination. 


THE  LONGEST  OPTION  I 

With  790/0  of  all  toilet  tissue  sold 
in  the  high  sheet  count  sector, 
it's  obvious  what  the  consumers  require. 
Options,  320  sheets  long,  has  14%  more 
sheets  than  the  brand  leader  and 
at  a  very  competitive  price. 
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THE  COLOUR  OPTION  I 

Today  consumers  take  more  interest 

in  choosing  and  decorating  their  bathroom, 
co-ordinating  colours  down  to  the  smallest  details.  ' 
That's  why  Options  has  six  selected  shades 

to  tone  with  the  colours  of  the  80's.  ' 


New-look  bathrooms  demand 
a  new  image  for  bathroom  products. 
Options  are  marketed  with  this  in  mind, 
its  image  orientated  entirely  to  attract 
today's  design  conscious  consumer. 


HE  PROFIT  OPTION 

'aditional  qualities  of  softness  and  strength, 
plus  modern  day  colour  co-ordination, 

makes  Options  a  product  with  that  vital 
competitive  edge,  creating  hard  profits 

out  of  the  soft,  luxury  toilet  tissue  sector. 


Modern,  designer  packs  create 
an  eye-catching  display  at  the  point-of-sale. 
On-pack  launch  promotion  featuring  "Options"  towel 
continues  the  theme  of  the  co-ordinated  bathroom. 
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( FORT  STERLJNG  )  Making  Paper  Work 
Contact:  Fort  Sterling  Sales  Office- Mansell  Way  Horwich- Bolton  BL6  6JL  Telephone:  0204  6861 1  Telex:  63323  FORT  S 


NPA  backs  FPA 

pharmacy 
advice  scheme 


Winpharm  Ian 

May  I  thank  Winpharm  through  your 
columns  for  making  it  possible  for  my 
pharmacist  husband  and  myself  to  attend 
Hong  Kong  Pan-Pacific  Pharmacy 
Conference  —  1985. 

We  were  accompanied  by  other 
winners  of  their  conference  competition 


and  their  jazz  band. 

The  conference  underlined  the  work  of 
Winpharm  m  promoting  the  good  image  of 
the  profession,  not  only  in  this  country,  but 
also  overseas. 

At  all  stages  of  our  stay  in  Hong  Kong 
we  were  treated  as  professionals.  The 
absence  of  any  promotion  of  the  company 
and  its  products  during  the  whole  trip  was 
remarkable,  praiseworthy  and  most 
unusual  in  the  circumstances.  The 
company  now  has  a  good  professional 
standing  with  us  and  has  gained  dedicated 
supporters  of  their  products  and  projects. 

Any  company  which  supports  our 
profession  needs  our  support. 
S.  Mawani 
London  SW19 


Young  voice 

Having  read,  with  interest,  Mr  Schofield's 
comments  {C&D,  April  27,  p878)  on  the 
notion  that  younger  pharmacists  within  the 
Society  should  set  up  a  separate  branch,  I 
must  comment  myself. 

First  of  all,  in  my  opinion,  the  gulf 
between  opinions  of  old  and  young 
pharmacists  is  large  enough  to  have  almost 
two  different  professions  already.  One  is 
interested  in  working  out  the  rest  of  its  days 
in  peace.  The  other,  younger,  pharmacists' 
group  is  interested  in  extending  roles, 
moving  out  into  the  shop  to  meet  the 
community  and  finding  a  niche  in  the 
community  which  will  make  us 
irreplacable  by  technicians  with  a 
computer  —  in  short,  interested  in  the 
future  of  pharmacy!  Is  not  the  Society 
supposed  to  be  concerned  with  the  future 
of  pharmacy  —  yet  it  still  spouts  forth  the 
views  of  the  old. 

We  are  a  meritorious  profession,  but 
today  we  have  to  fight  to  prove  it,  not  sit 
back  and  hope  other  people  will 
remember  that  we  have  a  role  to  play  in  the 
Health  Service. 

I  can  see,  therefore,  why  Mr  Joshua 
would  contemplate  an  attempt  to  form  two 
societies.  Mr  Schofield  criticises  Mr 
Joshua's  idea,  partly  because  of  Mr 
Joshua's  inexperience,  a  practice  which 
the  older  members  of  our  Society  seem  to 
adopt  fairly  regularly. 

However,  like  Mr  Schofield,  I  am  not  in 
favour  of  two  societies.  But  the  older 
members  of  the  Society  should  take  more 
notice  of  the  young  pharmacists'  opinions 
and  use  the  age  and  experience  to  mould 
those  new,  young  and  enthusiastic  ideas 
into  a  package  which  the  public  will  want 
to  buy.  Then  the  Society  may  finally  find  a 
voice  worth  listening  to. 
G.  Cockburn 
Northolt,  Middx. 


Unichem  joust 
with  PDA  

So  Unichem  has  upset  the  Dispensing 
Doctors  Association.  Oh  dear,  dear. 
There,  there.  Never  mind!  (see  Letters,  last 
week). 

The  number  of  dispensing  doctors, 
Minister  for  Health  Kenneth  Clarke  said  in 
February,  was  2,948,  and  the  value  of  their 
dispensing  was  over  £lm.  Is  this  justified? 

Many  pharmacists  would,  I'm  sure,  be 
pleased  to  read  an  explanation  from  Dr 
Roberts  of  why  such  a  large  number  of 
dispensing  doctors  is  necessary  to 
safeguard  the  interests  of  the  patient  (see 
Another  Voice,  p994). 

At  the  same  time  he  can  explain  how 
the  increase  in  doctor  dispensing  has 
occurred,  other  than  at  the  expense  of 
pharmacists. 
Peter  Dodd 
Managing  director, 
Unichem  Ltd. 


RPA  looks  for 
recognition 

The  Rural  Pharmacists  Association  feels  it 
IS  quite  unnecessary  to  treat  the  doctor 
dispensing  situation  in  any  other  way  than 
under  Clothier. 

We  feel  that  far  too  much  dispensing  is 
done  by  doctors  under  the  "one  mile  rule' 
and  that  lack  of  supervision  is  relatively 
detrimental. 

Rural  doctors  should,  in  effect,  be 
given  better  remuneration  to  compensate 
for  working  in  the  country  and  should  not 
have  to  rely  on  the  professional  aspects  of 
pharmacy  to  boost  their  salaries. 

And,  while  we  are  in  complete  accord 
with  the  aims  of  Unichem,  we  disassociate 
ourselves  from  its  advertisement.  The  co- 
operation which  Dr  David  Roberts  of  the 
Dispensing  Doctors  Association  mentions 
in  his  letter  (last  week,  p946)  is  not 
unilateral. 

We  expect  recognition  of  our 
pharmaceutical  powers  —  and  so  far  this 
has  not  been  shown.  Dr  Michael  Wilson, 
chairman  of  the  General  Medical  Services 
Committee,  has  not  shown  an  inclination 
to  bow  before  our  superior  pharmaceutical 
powers.  Co-operation  was  not  intended  to 
be  all  one-way.  We  hope  that  Dr  Roberts 
will  recognise  that  co-operation  is  a  two- 
way  traffic. 
John  Davies 
Secretary, 

Rural  Pharmacists  Association. 


The  National  Pharmaceutical  Association 
warmly  welcomes  the  final  conclusions  of 
the  Family  Planning  Association  and 
Pharmaceutical  Society  five-year  project. 
Having  actively  supported  this  project  in 
various  ways,  including  distributing  the 
report  it  has  produced,  the  NPA  is 
gratified  that  the  ultimate  recommendation 
is  that  a  complete  health  care  information 
service  should  be  provided  through 
pharmacies. 

The  NPA  has  long  considered  that 
pharmacies  are  the  logical  location  for 
such  a  service,  and  we  have  consistently 
encouraged  our  members  to  stock  health 
care  books,  including  the  British  Medical 
Association's  Family  Doctor  series,  as  well 
as  leaflets  designed  for  the  public. 

Last  year  the  NPA  offered  the 
Government  the  facility  of  approaching 
NPA  members  willing  to  distribute  health 
material,  such  as  the  1984  anti-measles 
campaign  poster  and  leaflets.  The  DHSS 
referred  us  to  the  Health  Education 
Council  and,  with  the  unanimous  backing 
of  the  NPA  Board,  we  are  now  working  out 
the  logistics  of  producing  an  information 
unit  stocked  with  HEC  leaflets  for  our 
members. 

Since  the  recommendations  reached  in 
the  above  FPA/PSGB  project  indicate  that 
both  the  Pharmaceutical  Society  and  the 
FPA  support  such  activity,  perhaps  with 
the  co-operation  of  all  concerned,  and  in 
particular,  of  your  community  pharmacist 
readers,  we  may  be  able  to  bring  about  a 
positive  change  in  the  public's  outlook. 
The  community  pharmacy  will  then 
become  recognised  as  the  logical  place  in 
which  to  seek  health  care  information, 
advice  and  products.  The  pharmacist  is, 
after  all,  the  only  qualified  professional 
who  regularly  sees  people  who  are  not 
actually  sick. 
Tanya  Turton 

Press  oHicer,  National  Pharmaceutical 
Association. 
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™  NEWS  EXTRA 


Aspirin  finds 
uses  in  diabetes 
and  pregnancy 

Low  dose  aspirin  may  be  useful  in 
preventing  foetal  growth 
retardation,  according  to  research 
carried  out  in  Holland. 

Professor  Henk  Wallenburg,  Erasmus 
University,  Rotterdam,  told  an  Aspirin 
Foundation  workshop  in  London  recently 
that  three-quarters  of  cases  of  foetal 
growth  retardation  occur  because  the 
baby  receives  insufficient  nutrients  from 
the  mother's  blood. 

In  pregnancy,  the  vasodilator 
prostacyclin  increases  blood  supply  to  the 
uterus.  Pre-eclampsia  and  "small  for 
dates"  babies  can  occur  if  thrombi  form  in 
the  placenta  and  the  blood  supply  is 
reduced.  Aspirin  in  low  doses 
preferentially  blocks  production  of  the 
vasoconstrictor  thromboxane,  which 
causes  platelet  aggregation,  in  favour  of 


prostacyclin. 

Professor  Wallenburg  described  a 
pilot  trial  involving  13  women  who  had 
each  had  at  least  two  pregnancies 
complicated  by  foetal  growth  retardation. 
Between  them  they  had  had  31 
pregnancies  which  had  resulted  m  only 
three  live  births,  one  baby  dying  soon 
after.  There  was  at  least  a  50  per  cent 
chance  of  them  having  further  growth- 
retarded  babies. 

When  the  woman  became  pregnant 
again  they  were  given  1-1 '/amg  aspirin  per 
kg  bodyweight  (dose  range  80-lOOmg 
daily)  from  the  16th  to  the  34th  week  of 
pregnancy.  The  dose  was  monitored  to 
keep  platelet  thromboxane  production 
down  to  about  one-tenth  normal.  Three 
doses  of  dipyridamole  75mg  were  also 
given  daily  to  enhance  the  aspirin  effect. 

All  women  gave  birth  to  normal 
babies,  one  on  the  second  attempt  after  the 
first  was  complicated  by  abruptio 
placentae. 

Professor  Wallenburg  suggested 
aspirin  may  be  helpful  in  restoring  the 
prostacyclin-thromboxane  imbalance 


which  might  be  the  cause  of  foetal  growth 
retardation  and  pre-eclampsia.  But  it  was 
too  early  to  start  recommending  aspirin  for 
all  cases,  he  stressed. 

Dr  Paolo  Pozzilli,  St  Bartholomew's 
Hospital,  London,  described  how  aspirin 
might  help  in  diabetes.  Diabetics  are  more 
prone  than  normal  patients  to  myocardial 
infarction  and  stroke;  their  platelets 
produce  more  thromboxane  and  tend  to 
aggregate  more  rapidly.  Aspirin  is  being 
investigated  to  see  if  its  hypoglycaemic 
action  could  help  lower  blood  glucose 
levels  and  if  its  antithrombotic  affect  is 
useful  in  controlling  the  vascular 
comphcations  of  diabetes. 

In  a  trial  that  started  last  year,  27 
patients  with  adult  onset,  non-insulm 
dependent  diabetes  are  taking  500mg 
aspirin  twice  daily  in  addition  to  their 
usual  dietary  treatment  and/or  oral 
hypoglycaemics.  Results  after  the  first  six 
months  have  shown  an  improvement  in 
metabolic  control  but  studies  must 
continue  for  at  least  two  years  before  any 
effect  on  vascular  complications  can  be 
assessed. 
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BUSINESS  news™ 


No  dramatic  effect 
from  Sunday 


Sunday  trading  will  have  no 
dramatic  effect  on  retailing, 

according  to  two  reports  published 
last  week. 

The  Institute  oi  Fiscal  Studies,  who 
contributed  to  the  Home  Office  Auld 
Report,  hold  to  their  basic  prediction  that 
the  removal  of  restrictions  will  lead  to  a 
small  reduction  (less  than  1  per  cent)  m 
retail  employment. 

However,  if  Sunday  trading  leads  to  a  2 
per  cent  increase  in  retail  sales  ("which  is 
certainly  possible"),  the  institute  says 
22,000  additional  jobs  will  be  created  in 
the  short  term,  and  9,000  extra  jobs  in  the 
long  term. 

There  would  be  a  corresponding  drop 
m  spending  in  other  areas,  the  IFS  point 
out,  although  they  don't  go  into  these 
changes. 

If  the  existing  double  time  premium  for 
Sunday  working  were  reduced  to  time- 
and-a-half,  there  would  be  a  short  term 
gam  of  2,000  jobs.  Increased  efficiency  in 
retailing  would  lead  to  a  small  job  loss  in 
the  long  term,  however. 

The  overall  retailing  wage  bill  would 
rise  by  £325m  m  the  short  term,  falling  to 
an  increase  of  £250m  later. 

The  IFS  model  compares  a  world 
where  no  shops  open  on  Sunday  to  one 
where  there  are  no  restrictions  at  all.  Some 
shops  already  open  on  Sundays,  of  course, 
so  their  findings  tend  to  exaggerate  the 
impact  of  the  change. 

Opening  all  shops  on  Sunday  would, 
on  the  average,  increase  retailers'  costs  by 
around  3  per  cent  of  turnover.  Assuming 
only  some  shops  open,  the  average  store 
will  find  8  hours  of  Sunday  opening  (an 
increase  m  trading  hours  of  13  per  cent), 
will  increase  their  costs  by  10  per  cent. 
Labour  costs  will  increase  the  most. 

Consumer  prices  should  not  be 
affected  to  any  great  extent.  Indeed,  there 
may  be  a  small  reduction  m  prices  (less 
than  1  per  cent)  as  a  result  of  increased 
efficiency.  Sunday  trading  will  put  more 
pressure  on  retailers'  profits,  and  lead  to  a 
reduction  in  overall  retailing  capacity  of 
around  3  per  cent  —  with  the  least  efficient 
shops  being  first  to  go  to  the  wall. 

The  IFS  study  was  commissioned  by 
DIY  retailers  B&Q.  "Our  mam  conclusion 
is  that  the  effects  are  likely  to  be  much 
smaller  than  many  have  claimed,"  says  the 
institute. 

There's  support  from  that  view  from 
MORI,  who  have  just  conducted  a  survey 
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for  the  Federation  of  Multiple  DIY 
Retailers. 

"When  Sunday  trading  comes  to 
England  and  Wales,  it  is  very  likely  the 
changeover  will  prove  to  be  quite 
unremarkable,"  they  say. 

"There  will  be  no  rush  to  throw  open 
doors,  high  streets  will  not  be  jam-packed 
with  shoppers,  and  family  life  will  not  be 
disrupted." 

MORI  talked  to  541  shop-owners  in 
Scotland,  and  found  only  16  per  cent 
planned  to  open  that  Sunday.  "A  clear 
indication  that  when  shops  are  allowed  to 
open  on  Sundays  they  respond  only  to 
demand,  and  do  not  open  because  other 
shops  do." 

No  fewer  than  98  per  cent  of  Scottish 
consumers  questioned  by  MORI  said  they 
had  never  been  inconvenienced  by  a  shop 
opening  on  Sunday. 

Home  Secretary  Leon  Brittan  is 
expected  to  state  the  Government's 
position  on  changing  the  Sunday  trading 
law  within  the  next  fortnight.  He  is 
expected  to  follow  the  Auld  Committee's 
recommendations  and  provide  a 
Government  Bill  to  remove  all  restrictions. 

Beecham  spend 
£40m  at  Irvine 

Beecham  are  spending  £40m  to 
expand  antibiotic  production  at 
Irvine  in  Scotland  —  the  biggest 
single  investment  in  new  plant  the 
company  has  yet  made. 

The  new  facilities  —  due  for 
completion  m  1987  —  will  create  150  jobs 
at  Beecham.  Thirty  of  these  will  be 
graduate  posts  m  chemistry  and 
engineering,  with  the  rest  going  to  process 
operators  and  laboratory  technicians. 

The  main  job  of  Beecham's  improved 
plant  will  be  to  increase  production  of 
potassium  clavulanate  —  a  substance, 
discovered  by  the  company,  which 
prevents  certain  disease-carrying  bacteria 
destroying  penicillins  and  cephalosporins. 

The  substance  has  been  incorporated 
into  two  of  Beecham's  prescription 
medicines:  Augmentin  and  Timentin. 

Much  of  Irvine's  output  is  exported  for 
further  processing  at  Beecham  factories  in 
America,  Belgium,  Singapore  and 
Mexico.  The  remainder  goes  to  Beecham's 
medicine  factory  at  Worthing. 


Rose-tinted 
spectacles? 


The  recent  deregulation  of  the 
spectacles  market  will  cut  prices  but 
increase  sales,  according  to  a  report 
in  Retail  Business. 

The  report  says  one  effect  of  the  new 
competition  between  registered  opticians 
and  unqualified  dispensers  will  be  to 
reduce  the  price  of  private  spectacles  and 
lenses  m  a  market  worth  about  £450m. 

Competition  will  be  all  the  keener  as 
the  Government  have  cut  the  numbers 
entitled  to  NHS  products,  which  have 
shown  strong  growth  during  the  recession. 
The  report  says  they  now  have  35  per  cent 
of  the  market,  with  private  and  hybrid 
products  (NHS  lenses  and  private  frames) 
together  taking  42  per  cent. 

The  new  regulations  are  also  likely  to 
help  the  trend  towards  opticians'  shops 
within  larger  stores,  says  the  report,  but  it 
remains  to  be  seen  if  deregulation  will 
encourage  spectacle  buyers  to  take 
prescriptions  from  registered  opticians  to 
unqualified  dispensers.  The  report  says 
opticians  have  a  good  reputation,  with  95 
per  cent  of  adults  saying  they  would  seek 
professional  advice  on  lenses. 

In  general,  the  market  will  continue  to 
grow  in  volume  as  the  average  age  of  the 
population  increases. 

At  present,  55  per  cent  of  all  men  and 
64  per  cent  of  women  wear  spectacles, 
while  1  per  cent  of  men  and  3  per  cent  of 
women  wear  contact  lenses. 

DoUond  &  Aitchison  is  the  largest 
retailer  with  over  450  outlets  and  15  per 
cent  of  the  total  market.  Next  come 
Clement  Clarke  who  have  over  100  shops 
and  take  between  5  and  6  per  cent. 


DoTI  backs 
biotechnology 

The  Department  of  Trade  and 
Industry  has  started  a  campaign  to 
encourage  new  biotechnology 
companies  to  base  themselves  in 
Britain. 

The  Department's  biotechnology 
"think  tank"  says  the  UK  can  offer  a 
rational  regulatory  system  for  new 
medicines,  and  a  strong  scientific 
environment  among  Britain's  universities 
and  Government  laboratories. 

Last  year  the  department  awarded 
grants  of  some  £3. 4m  to  assist  companies 
working  with  biotechnology.  This  year 
spending  is  expected  to  be  even  higher. 
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us  compensation  levels  lead 
to  insurance  problems 


Pharmaceutical  manufacturers 
selling  their  wares  in  America  may 
face  problems  renewing  their 
insurance,  following  huge  product 
liability  awards  in  the  US  courts. 

Some  companies  are  finding  either 
that  they  cannot  get  the  amount  of  product 
liabihty  cover  they  need,  or  that  their 
premiums  for  the  US  have  soared  — 
perhaps  by  as  much  as  300  per  cent. 

The  insurance  industry  is  emerging 
from  a  time  of  low  premiums,  and 
underwriters  Fenchurch  Group  say  the 
current  increases  are  partly  due  to  a 
catching-up  exercise,  as  insurers  begin  to 
climb  back  to  a  reasonable  level  of 
profitability. 


Some  insurance  companies  prefer  to 
stay  right  out  of  the  drug  industry,  so 
reducing  competition  and  again  pushing 
premiums  up.  "It's  a  case  of  once  bitten, 
twice  shy  so  they  refuse  to  quote"  says 
Fenchurch. 

LRC  and  Beecham,  both  cited  in  last 
week's  Mail  on  Sunday  story  on  the 
subject,  stress  they  have  an  excellent 
claims  record  for  this  type  of  insurance. 
Beecham's  drop  from  £100m  of  cover  to 
£50m  worth  merely  takes  them  back  to  the 
level  of  a  couple  of  years  ago,  the 
company  points  out. 

"The  differences  m  terms  of  premiums 
for  £100m  cover  as  against  £50m  was 
negligible"  they  say.  "We're  now  perfectly 
happy  with  £50m". 


Spending  set 
for  growth 

Consumer  spending  is  set  for  steady 

growth  over  the  next  three  years, 
according  to  a  report  in  this  month's 
Retail  Business. 

The  report  says  spending  should  be  up 
by  2.8  per  cent  this  year,  to  £151  billion 
(1980  prices),  with  average  growth  per 
year  of  2.2  per  cent  between  1983  and 
1988.  The  figure  for  1984  was  2.1  per  cent. 

The  forecast  assumes  moderate 
economic  recovery  and  further  tax  cuts 
over  the  next  three  years,  with  real 
incomes  rising  by  2. 1  per  cent  per  annum 
m  1983-88.  In  the  short  term,  this  year's 
Budget  may  slow  the  expected  increase  m 
spending. 

The  report  describes  Mr  Lawson's 


proposals  as  "neutral",  with  increased  tax 
allowances  offset  by  higher  indirect  taxes 
on  beer  and  wines. 

Durable  goods  will  be  the  mam  growth 
area,  says  the  report,  with  radio,  television 
and  domestic  appliances  leading  the  way 
with  average  per  annum  increases  of  5  per 
cent  over  the  next  four  years. 

Non-durable  goods  should  average  2.5 
per  cent  growth  this  year,  and  just  over 
1.75  between  1983  and  1988. 

Clothing  and  wine  are  forecast  to  be 
high  performance  sectors.  Hetail  Business 
(May),  The  Economist  Intelligence  Unit, 
40  Duke  Street,  London  WJ. 

Niirdin  &  Peacock  increased  pre-tax 
profit  by  9.6  per  cent  to  £13. 16m  on  sales 
up  15.4  per  cent  at  £596.  Im  in  1984. 
Profits  after  tax  of  £8. 2m  were  virtually 
unchanged  "following  the  adverse  effects 
of  the  1983  Budget". 


£V4m  help  for 
Third  World 


Six  major  British  pharmaceutical 
companies  are  putting  up  over 
£250,000  for  two  pilot  projects  to 
supply  medicines  to  deprived  areas 
of  the  Commonwealth. 

One  project  is  based  in  the  Maldives  m 
the  Indian  Ocean,  where  the  Association 
of  the  British  Pharmaceutical  Industry  is 
pledged  to  work  with  the  UK  committee  for 
UNICEF  within  a  wide  ranging 
programme  of  primary  health  care  and 
child  survival  activies.  Part  of  the  scheme 
will  be  the  provision  of  two 
laboratory /dispensing  boats  to  visit  the  200 
populated  islands  that  make  up  the 
Republic. 

The  second  project  is  located  in  East 
Africa,  working  with  the  African  Medical 
and  Research  Foundation  to  encourage 
rational  use  of  medicines  by  providing 
diagnostic  and  information  services  for 
rural  clinics  and  health  centres  in  the 
region. 

Both  projects  are  in  addition  to  existing 
collaboration  with  the  WHO  programme 
on  essential  drugs. 

Rockware  rise 

Rock  ware's  1984  results  show  the 
previous  year's  loss  of  £12. 8m 
turned  into  a  profit  of  £2. 7m. 

Group  sales  rose  £7. 05m  to  reach 
£124. 17m.  "1984  was  recovery  year  for 
Rockware"  says  Chairman  Sir  Peter 
Parker.  "After  the  mayhem  of  the  early 
eighties,  the  glass  container  industry  has 
steadied  sigificantly." 

Glass  increased  its  market  share  by  1 
per  cent  in  1984,  the  directors  add,  after 
several  years  of  decline. 


BUSINESS 


USUALt 


BUSINESSH 


WITH 


NORDIA^:^ 


Using  Mason  Nordia's  expertise  really  can 
help  to  smooth  out  the  ups  and  dov^ns  of 
retailing.  Careful  planning  and  design  by  our 
consultants  improves  your  sales  area,  making 
displays  more  attractive  and  effective. 
Some  retailers  have  told  us  of  an  over  20% 
increase  in  business.  Why  not  contact  us  for 
your  free  copy  of  our  brochure  all  about 
Mason  Nordia  shopfittings. 
We'd  be  glad  to  help  you  do  the  business. 

S  NORDIA 

Mason  Nordia  Ltd.,  Nordia  House,  Seacroft  Industrial 
Estate,  Coal  Road,  LEEDS,  LS14  2AW. 
Tel:  (0532)  734721  (10  Lines)  Telex:  55379 
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HBUSINESS  NEWS^^H  MEVENTS 


National  rates 
for  business? 

The  Department  of  the  Environment 

has  dismissed  as  "pure  speculation" 
a  Guardian  story  claiming  the 
Government  plans  a  centralised 
system  for  the  fixing  of  business 
rates. 

The  Government  would,  under  the  new 
system,  set  a  nationwide  level  for 
commercial  rates.  These  rates  would  then 
be  paid  into  a  central  fund. 

Distribution  to  local  authorities  would 
depend  on  a  Government  calculation  of 
how  much  each  authority  needs  to  provide 
basic  services.  Currently,  the  rate  depends 

Vestric  top 
AAH  sales  table 

The  addition  of  Vestric  to  AAH's 

other  pharmaceutical  interests 
makes  that  division  the  group's 
largest  contributor  to  sales, 
chairman  Bill  Pybus  tells 
employees  in  the  latest  company 
newsletter. 

Writing  m  Vestric  Voice,  Mr  Pybus 
says  he's  sure  pharmaceuticals  will  also 
soon  be  challenging  for  the  position  of 
number  one  profits  contributor. 

CTPA  offers 
scholarships 

The  Cosmetic  Toiletry  and 

Perfumery  Association  again 
offered  to  sponsor  ten  scholarships 
for  the  Diploma  in  Cosmetic 
Science. 

Each  scholarship  is  worth  three- 
quarters  of  the  cost  of  a  Society  of 
Cosmetics  Scientists  course. 

The  diplomas  are  designed  for 
technicians,  junior  graduates  and  others 
working  in  the  industry.  They  may  also  be 
valuable  to  workers  involved  in  the 
preparation  of  topical  pharmaceuticals 
and  cosmetic  raw  material  production, 
CTPA  points  out. 

Many  parts  of  the  course  may  also 
benefit  cosmetic  and  toiletry  retailers. 

Courses  cover  one  academic  year,  on 
a  half -day  release  basis.  Home  study 
facilities  are  also  available. 

Details  of  the  Cosmetic  Toiletry  and 


on  individual  authority's  spending  plans. 

The  Government  is  pledged  to  update 
the  business  rates  system,  having  found  it 
impossible  to  abolish  the  rates  altogether, 
as  promised  in  an  earlier  manifesto. 

Tories  believe  business  bears  a 
disproportionate  burden  in  financing  local 
government,  and  that  the  lack  of  a  business 
vote  breaches  the  principle  of 
accountability. 

Prime  Minister  Margaret  Thatcher  will 
face  angry  Scottish  Tories  when  she 
attends  their  annual  conference  in  Perth 
this  week.  A  recent  revaluation  of  rateable 
values  north  of  the  border  left  many  small 
businesses  with  a  doubled  rates  bill. 

The  next  move  would  be  to  replace 
domestic  rates  with  some  form  of  poll  tax. 
The  Guardian  goes  on. 


"Intense  competition  has  forced  the 
industry  to  concentrate  on  efficiency 
improvements,  resulting  in  branch 
rationalisation  within  the  larger 
companies,  and  the  withdrawal  from  the 
market  of  some  weaker  competitors." 

"Vestric  has  successfully  grappled 
with  these  problems,  and  the 
reorganisation  means  your  company  is 
well-placed  to  meet  the  inevitable  changes 
which  lie  ahead." 


n  Vestric  are  currently  working  on  a 
computer  program  to  help  Vantage 
members  determine  the  optimum  frontage 
for  their  shops. 


Perfumery  Association  Scholarships  from 
Society  of  Cosmetic  Scientists,  Suite  5c, 
Delaport  House,  57  Guildford  Street, 
Luton,  Beds  LUl  2NL. 


Briefly... 


Harmony  Foods  have  changed  their 
name  to  Whole  Earth  Ltd,  and  moved  to 
unit  29,  Aceworks,  Cumberland  Avenue, 
London  NWIO. 

Nimslo  International,  the  3D  camera 
company,  made  a  pre-tax  loss  last  year  of 
$2. 9m  (£2. 3m)  on  sales  up  from  $26. 18m  to 
$27. 91m.  This  represents  a  big 
improvement  on  the  $13. 64m  deficit  in 
1983. 

The  British  Display  Society  can  offer 
retailers  help  with  window  and  in-store 
display  problems.  Members  on  their 
register  can  be  hired  on  a  regular  or  one- 
off  basis  for  any  design  problem. 
Telephone  01-692  8943. 


Olympia  to  host 
computer  show 

The  8th  Personal  Computer  World 
Show,  being  held  at  London's 
Olympia,  September  4-8,  will  be 
aimed  at  trade  buyers,  business 
and  professional  end  users,  as  well 
as  home  computer  enthusiasts. 

The  show  will  occupy  two  halls,  one 
catering  for  business  users  and  the  other 
concentrating  on  home  computing.  The 
organisers  say  that  accounting,  stock 
control  and  labelling  systems  relevant  to 
community  pharmacists  will  be  on  show, 
together  with  small  home  computers  that 
pharmacists  might  wish  to  sell.  An 
applications  advisory  service  will  provide 
visitors  with  a  list  of  computer  companies 
—  not  only  those  taking  part  in  the  show  — 
providing  specific  products.  There  will 
also  be  seminars  on  choosing  a  business 
system. 

The  first  two  days  of  the  show  are  for 
trade  and  business  buyers.  Admission  is 
free  for  visitors  registering  in  advance  with 
PCW  85  advance  registration,  11 
Manchester  Square,  London  WIM  SAB. 

Tuesday,  May  14 

South  East  Metropolitan  Branch,  Pharmaceutical  Society, 

medical  centre,  Lewisham  Hospital,  London  at  8pm  Dr  David 
Barlow,  department  of  genito-urinary  medicine,  St  Thomas' 
Hospital,  on  "Sexually  transmitted  diseases  and  genital  herpes  " 

Wednesday,  May  15 

Epsom  Branch,  Pharmaceutical  Society,  Bradbury 
Postgraduate  Medical  Centre,  Epsom  District  Hospital  (2nd 
floor),  at  7  45pm  Annual  meeting 

Advance  information 

Royal  Society  of  Health.  Middlesex  Hospital,  Wineyer 
Building,  Cleveland  Street,  London  Wl,  on  June  5,  at  7pm  Dr 
Patrick  C  PiGtroni,  senior  lecturer  in  general  practice,  St 
Mary's  Hospital  Medical  School,  London,  and  chairman  of  the 
British  Holistic  Medical  Association,  on  "Holistic  medicme  the 
patient  as  a  whole"  Admission  by  ticket  only  Non-RSH 
members  £2.50,  members  free  Apptications  by  May  29  to  RSH 
conference  department,  13  Grosvenor  Place,  London  SWl 
Royal  Society  of  Health,  Westminster  Cathedral  Conference 
Centre,  Morpeth  Terrace,  (Victoria  Street),  London  SWl,  on 
September  10,  at  2pm  Professor,  M  W  Adler,  Duncan  Guthrie 
Professor  (genito  urinary  medicine),  Middlesex  Hospital 
Medical  School,  London,  on  "AIDS"  Admission  by  ticket  only: 
,£2  50  for  non-RSH  members,  free  for  members.  Applications  to 
RSH  conference  department,  13  Grosvenor  Place,  London 

British  Overseas  Trade  Board,  Royal  Overseas  League,  Park 
Place,  St  lame's  Street,  London  SWl,  May  21,  one-day  seminar 
''Heathcare  America"  Designed  for  UK  companies  in 
healthcare  and  medical  products  industry  already  exporting  or 
intending  to  break  into  the  US  market  Cost  is  £46  inc  lunch- 
Tickets  from  Nicola  Milne,  British  Health-Care  Export  Council, 
2  Harewood  Place,  London  WIB  9HB  (tel  01-493  6699) 

International  Congress  for  the  History  of  Pharmacy,  Manuel 
de  Falla  Auditorium,  Granada,  Spain,  September  25-29  Fees 
are  USS180  per  delegate,  US$125  per  accompanying  person 
before  August  1 ,  Accommodation  is  available  and  can  be 
booked  through  the  Secretariat  Bookings  and  further 
information  from  OTECSA,  Exhibition  and  Conference 
Organisers  Ltd,  Aparlado  de  Correos,  852  —  18080  Granada, 
Spam  (tel  (958)  26  06  53  or  telex:  78407  MAC) 

Exposhop,  Hall  2,  National  Exhibition  Centre,  Birmingham, 
October  20-23-  Shophlting,  display  and  retail  exhibition. 
Inquiries  on  space  to  Exposhop  organising  office,  26 
Welhnglon  Street,  Covent  Garden,  London  WC2E  7DD  (tel 
01-240  5771/836  2947) 
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Appointments 


Royal  Marsden  Hospital, 
Downs  Road,  Sutton,  Surrey. 

PHARMACY 
TECHNICIANS 

required  in  our  small  and  busy  Pharmacy 
Department.  Duties  will  involve  in  and  out  patient 
dispensing,  some  extemporaneous  dispensing  and 

stock  distribution.  The  Department  has  a 
computerised  stock  control  system. 

For  an  informal  discussion  telephone 
Miss  M.  Otter,  Principal  Pharmacist  on  01-642  601 1 
Ext.  235.  Application  form  an  job  description 
available  from  the  Personnel  Department  at  the 
above  address  or  Ext  409/469. 

Closing  date:  24th  May  1985. 


Small  retail  chemist  shop  in  Canterbury  in  a 
secondary  position  requires  a 

PHARMACIST 

SUPERINTENDENT 

To  take  over  total  management.  Salary  negotiable 
including  profit  sharing.  Full  secretarial  assistance. 

Telephone:  Mrs  Menzies  (0227)  471774. 


Business  Services 


I  Labels 


TREBLE  YOUR 
SALES 

or  product  or  service 
to  Pharmacy 

LIKELY?  YES 
COSTLY?  NO 
HOW? 

Write  with  details  &  for 
details  to 
BOX  C&D3110. 


siLF-ADHesive 

LABELS 


Stock  Wanted 


QHOW  CAN  YOU 
INCREASE  SALES 
&  PROFITABILITY? 

A WITH  SOUND 
MARKETING 
ADVICE  &  PRACTICE 
Action:  Write  to 
John  Kerry  (M.  Inst.  M. ) 
1  Mill  Lane,  F rod  sham 
Cheshire. 10928)  33716. 


FRENCH  AND  ENGLISH 
PERFUMES 

Wanted  for  home  and  export. 
We  guarantee  discretion  and 
confidentiality.  Any  quantity 
large  or  small. 
Prompt  payment. 

FGM  COSMETICS  LTD 

061-833  9652  or 
telex  665941  FGM  G 


Shopfitting 


marspec 

^CaJSHOPPITTING  LTD 


Attractive  modular  shopfittings  at 

competitive  prices 

For  a  new  perspective  in  pharmacy 
design. 

Telephones  0392  216606 

Unit  4B,  Grace  Road,  Marsh  Barton,  Exeter,  Devon 


LEXDRUM 

0626834077  . 

'  WE  PROVIDE  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 

^       LEXDRUM  STOREFITTERS 

Chappie  Rd,  Bovey  Tracey,  Devon. 

0626834077 


MYERS  PHARMACIES 

Specialist  interiors  for  pharmacies 
and  dispensaries. 

The  Myers  Formula 

takes  the  headache  out  of  refits. 

Myers  Pharmacies,  229  Creen  Lane,  llford,  Essex  ICI IXR 
Tel:  01-590  3575 


TLux  Li 

I      REFITS,  N 
ELECTR 


Is 


SHOPFITTERS  FOR 
INE  THE  PHARMACY 

REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS, 
ELECTRICAL,  FINANCE.  NPA  &  NUMARK  APPROVED 
SO  CON  TACT  US  NO  W. 

LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS 
TEL:  0525-381356 


Ouality  and  original  Continental  Systems  plus  total  package  NPA 
recommended  NO  system  matches  UMDASCH  for  quality. 
Prices  pleasantly  competitive.  See  for  yourself  .  .  .  there's  no 
obligation. 

Apeils  Systems  Ltd 
Unit  P,  Kingsway  Trading  Estate,  Kingsway,  Luton, 
Bedfordshire.  Ring  Luton  (0582)457111 

NOW! 
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Professional  Prescription 
Computer  Labelling 


We  will  take  your  old  labeller  away 
and  replace  it  with  Ours! 


Do  you  have  a  labeller  that:— 

*  Is  too  slow? 

*  Doesn't  have  the  capacity  you  want? 
-*  Doesn't  allow  for  changes  in  labelling  regulations? 

*  Can't  cope  with  new  drugs  and  cautions? 

*  Keeps  breaking  down? 

*  Gets  no  maintenance  back-up  or  software 
updates  because  the  supplier  has  gone  bust? 

*  Won't  let  you  change  anything? 

*  Was  claimed  to  be  'THE  BEST',  and  wasn't? 

We  can  offer  up  to  £500 

Due  to  our  wide  contacts  both  in  pharmacy  and  the  computer 
world,  we  can  now  offer  allowances  of  up  to  £500  for  your 
existing  equipment  (even  TYPEWRITERS!).  If  you  are 
interested  in  a  Richardson  BBC  system,  please  'phone  us,  tell  us 
what  system  you've  got  and  we  will  arrange  a  quotation. 


FREE  OFFER 

To  all  Epson  HX20 

owners. 


Let  Orange  Computers  help  you 
and  save  £117.00. 

Orange  Computers  is  offering  a 

special  scheme  with  free 
maintenance,  free  tape  drives 
and  other  benefits  when  you 
adopt  our  well  known  NPA 

recommended 
OraLabel  Computer  Labelling 
System. 

Ring  for  details  on 
0565  501 16/53417  or  write  to 

Orange  Computers  Ltd, 
Ruskin  Chambers,  Drury 
Lane,  Knutsford, 
Cheshire  WA16  6HA. 


JOHN  RICHARDSON  COMPUTERS  LTD., 
Unit  337,  Walton  Summit,  Preston,  Lanes  PR5  8AR.    Tel:  0772  323763 

List  FYires  (UK  Mainland  only):  Klectron  SWS  BBC  Cassette  from  £1295  BBC  Disc  from  11795 
H)%  rebate  on  Net  Price  to  NPA  members-  Lease  purchase  temis  available. 


N.P.A.  DECOMMENDED 


THlCOMPUTSRLABSLLINGCOMPANYTHATGmYOU.. 


Th|sugerb  budget  priced  'SYSTEM  500'  at  only 

The  highly  acclaimed,  top  of  the  range  'SYSTEM 
700' at  £895.00 

14  day  free  trial  or  demonstration  (with  no 
obligation) 

First  rate  after  sales  service  , 
Label  printing  service  from  Park  Printing 
'All  prices  pre  exclusive  of  VAT.  and  include  N.PA  1 0% 
rebate 

All  systems  are  N.PA  recommended  and  backed  by  Park . 
Systems  optional  24lir  service  contract. 


Contact  David  CoUman, 
or  Mike  Sprince,  M.P.S. 
PARK  SYSTEMS  LTD. 
17-19  Gascoyne  Street, 
Liverpool  L36BS. 
Telephone: 
051-236  9438 


r 


Stock  ior  Sale 


  PRODUCTS  BY 

=r=  Kodak 

KODAK  FILMS 

15%  DISCOUNT  OFF  TRADE  ON 
CLl  10-24/CPl 35-24/CPl  35-36 

and  rest  of  ttie  range  12  '/>  % 

Discount  off  trade. 
Plus  a  wide  range  of  branded 
perfumes,  toiletries  and  sundries 
available. 

Contact:  D.M.  WHOLESALE 
SUPPLIES  LTD.,  203  EAST  LANE, 
NORTH  WEMBLEY,  MIDDX. 
TEL:  01-904  9920/3394 

for  our  current  price  list. 

Open  9aiii-6pin  MON-SAT 
LATE  NIGHTS  WEDS  &  THURS 
TO  Spin. 
10am-2pm  SUNDAYS 


JUST 

PERFUMES 

457B  ALEXANDRA 
AVENUE,  HARROW, 
MIDDX  HA2  9RY 
TEL:  01-866  4563, 
01-868  0100 
Largest  selection  of 
branded  perfumes  in 
the  UK.  Nationwide 
delivery  service,  callers 


welcome. 

Open:  —  Mon-Fri 
9.00am-6.00pm 
Sun  10.00am- 
2.00pm 
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Stock  for  Sale 


KEMISIOREl 


(WHOLESALE)  LTD. 


38  42  MINERVA  ROAD,  LONDON,  NW106LE 
TELEPHONE:  01  961  4590  TELEX:  8951749  PIPES  G 


Some  of  the  SPECIAL  OFFERS  of  the  month 

THIS  IS  ONLY  A  SELECTION 
FROM  THE  EXTENSIVE  RANGE  WE  CARRY. 

IISTERMINT          CQ  70/ 
500ml  L,Omt%lh 

COLGATE  FAMILY      CO  00/ 
125ml  L%l.9«l/24 

£5.29/i2 

OTRAvlNE  NASAL      f.  V  ktl/ 
DROPS/SPRAYS  Z.O.U%l/lO 

SUPERSOFT          CC  00/ 
HAIRSPRAY  L.D,Wll2 

NICE  AND  EASY  £3.69/3 

PAIMOIIVERAPIDSHAVE 

200ml  +  25%       rC  9Q/ 

EXTRA  FREE  i-*l-fc%r/l2 

VASELINE            ^  -    4  .  , 
PETROLEUM  JELLY  £4J5/i2 

IMMAC  CREAM        Cfi  70/ 
56g                   1.0ml  VI U 

DURACELl            rC  A  A/ 
MN1500-B4  LD.%1%1/40 

SPEEDSTICK  £3.79/l2 

SMITH  KENDON       fyi  A  A/ 
TRAVEL  SWEETS      Lt -Jill/ 12 

TIMES 

MON:  9.00  am -6.00  pm 

TUES:  9.00am-6.00pm 

WEDS:  9.00  am -9.00  pm 

THURS:  9.00am-9.00pm 

FRI:  9.00am-6.00pm 
SAT:  CLOSED 

SUN:  9.00am-6.00pm 


KODAK  COLOUR  FILMS 

CP  135-24 
CP  135-36 
C LI  35-24 
CL1 35-36 
CM  135-24 
CM  135-36 
CL1 10-24 
CL126-24 

DISC  FILMS  - 
16%  OFF  TRADE 


Phas^low  hid 


DIS TRIBUTORS  OF  FINE  FRA  GRANGE 

We  specialise  in  the  supply  of  fragrance  to  the 
Independent  Chemist/ Private  Group  Chemists. 


*  Top  branded  names  supplied. 

Representation  on  a  6-weel<ly  call  cycle. 

*  No  parcel  selling:  'Specials'  every 
journey. 

30  days'  Credit  (Subject  to  satisfactory 
references). 


STOP  PRESS 


If  you  require  a  really  professional  service  for 
your  supply  of  fragrance,  then  please  contact  us 
on 

PORTSMOUTH  (0705)  258914 

or  write 

PHASEFLOW  LIMITED 

PO  Box  18, 
PORTSMOUTH,  Hants. 


ASTEC 

PHARMACEUTICALS 

THE  FASTEST  GROWING 
NATIONAL  GENERIC 
WHOLESALER. 

We  have  a  sales  force  of  fourteen  but 
are  still  looking  for  cover  in  the 
following  regions:  — 

West  Country,  South  Coast,  Home' 
Counties,  Lancashire,  Borders, 
Tyneside  and  all  London  Districts, 

If  you  wan  t  to  join  the  leaders  in 
generics,  phone  (0562)  748288 
TODAY! 

Ask  for  Andrew  Apperley  I 
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Toppling  off 
the  stump 

The  two  pharmacist  candidates  in 
last  week's  local  elections  might  be 
better  off  in  fortune-telling  than 
politics  —  they  both  lost,  as  they 
predicted  (see  C&D  May  4,  p952). 

Jeremy  Hyde,  Westminster  Hospital's 
principal  pharmacist  and  an  SDP 
candidate  in  Maidenhead,  Berkshire, 
actually  managed  to  get  involved  in  a 
complete  reversal  oi  the  national  trend  as 
the  Conservatives  took  control. 

It  was  a  hung  council  before,  says  Mr 
Hyde.  "I  predicted  the  Conservatives 
would  get  about  42  per  cent  of  the  vote  and 
this  is  what  they  got." 

To  be  fair,  he  also  said  the  SDP  would 
come  second  —  they  were  third.  "I 
thought  it  was  going  to  be  a  little  closer," 
he  now  says.  "Labour  had  been  working 
very  hard."  Not  that  he's  discouraged. 
"We're  planning  the  next  campaign 
already.  My  wife  is  even  more 
enthusiastic." 

The  SDP  did  win  in  the  Ashenground 
ward  in  Haywards  Heath,  Sussex  — 
unfortunately  for  the  Conservative 
candidate,  Edward  Rowland. 

But  at  least  Mr  Rowland  came  second, 
just  over  a  hundred  votes  behind  the 
winner.  "We  expected  to  be  beaten  by  300 
but  Labour  split  the  SDP  vote  and  took 
nearly  200  off  them,"  says  Mr  Rowland. 

The  Dunkirk  spirit  is  obviously  in  the 
air.  "I'd  stand  again  if  asked,"  he  says. 
"We  have  to  put  up  a  candidate.  We  don't 
just  admit  defeat." 


Daily's  male  in 
Daily  Mail  

Ann  Daily,  head  of  L'Oreal's  market 
research  department,  has  taken  a 
page  in  the  Daily  Mail  —  but  not  for 
advertising. 

The  Mai!  was  very  interested  m  the  way 
Mrs  Daily  and  her  husband  Terry  were 
approaching  the  arrival  of  their  first  baby. 
When  she  gives  birth  m  just  over  a  week's 
time,  Terry  will  be  on  top  of  the  world  — 
27,000  feet  up  on  Mount  Everest. 

According  to  the  Mail,  Mrs  Daily  says 
she's  no  worries  about  her  husband  being 
so  far  away.  "This  is  his  first  and  last 
chance  to  climb  Everest  and  I  could  not 
live  with  myself  if  I  stopped  him." 


who  finished  with  a  score  of  30  points.  He's 
a  hospital  driver,  and  was  answering 
questions  on  the  English  Civil  War. 

Corporal  MacKillop  had  made  it 
through  to  the  final  after  the  original 
"winner"  of  his  preliminary  round  was 
disqualified  for  failing  to  disclose  she  had 
competed  in  Mastermind  before.  He  had 
been  persuaded  to  enter  by  his  sister,  he 
said,  who  reckoned  he  had  a  chance  and 
wanted  something  to  watch  to  justify  her 
hcence  fee. 

Time  on  our  side 
soys  APT  leader 

The  Association  of  Pharmacy 
Technicians  must  use  the  influence 
developed  over  the  past  30  years  to 
ensure  the  future  success  of  its 
members.  President  Miss  J. 
Padmore  said  at  the  Association 
conference  recently.  "Time  is  on  our 
side,"  she  adds. 

Ninety  seven  members  and  guests 
attended  the  annual  dinner,  at  which  Mr 
Peter  Fletcher,  district  pharmaceutical 
officer  from  the  Royal  Preston  Hospital, 
challenged  the  Association  to  improve  its 
public  relations  in  order  to  positively  sell 
the  benefits  of  belonging  to  a  professional 
body.  He  hoped  the  Association  would  be 
successful  in  its  attempt  to  expand 
membership  in  the  community  pharmacy 
sector. 

The  APT  is  awaiting  the  new  Pharmacy 
Bill  in  the  hope  it  will  advocate  the  setting 
up  of  a  statutory  register  for  all  pharmacy 
technicians. 

An  appeal  is  being  made  to 
superintendent  pharmacists  to  consider 
the  benefits  of  only  employing  officially 
recognised  technicians  as  dispensers. 
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Lothian  row  on 
drug  returns 

Lothian  chemists  are  finding 
themselves  snowed  under  with 
returned  medicines,  because 
neither  the  local  health  board  nor 
the  district  council  will  accept 
responsibility  for  destroying 
unwanted  drugs. 

Edinburgh  District  Council's  cleaning 
department  director  Alex  McCreath  says 
they  have  decided  to  stop  taking 
medicines  for  incineration  on  health  and 
safety  grounds. 

Lothian  Health  Board  says  the 
pharmacists,  as  part  of  the  private  sector, 
must  solve  the  problem  themselves, 
according  to  the  Edinburgh  Evening 
News. 

Local  pharmacist  lames  Allan  is 
running  out  of  space  in  his  Ferry  Road 
pharmacy,  they  report. 


MacKillop  s  mind 
meets  its  match 

Pharmacy  technician  Ian  MacKillop 

finished  bottom  in  last  week's  grand 
final  of  BBC's  Mastermind 
competition. 

Corporal  MacKillop,  of  the  RAMC, 
scored  four  points  in  the  first  round, 
answering  questions  on  the  history  of  the 
Labour  Party.  His  opponents'  scores  at  this 
point  were  10,  12  and  16. 

In  the  second,  general  knowledge 
round,  he  increased  his  score  to  15  points. 
The  final,  held  at  Robinson  College, 
Cambridge,  was  won  by  Ian  Meadows, 


 HALAS  

Pharmaceuticals 

The  pick  of  the 

contract  manufacturers 

When  you  choose  Halas  you  can  be  assured  that  your 
product  will  be  handled  with  the  utmost  care  and  interest. 
So  contact  us  tor  'own  label'  and  'own  product' 
manufacture.  We  offer  the  highest  standards  and  a 
complete  confidential  service. 

creams 


All  enquiries  please  to  Mrs  Joan  Stubley 
Halas  Pharmaceuticals  Ltd, 

Thorp  Arch  Trading  Estate,  Wetherby,  Yorkshire 
Tel:  Boston  Spa  (0937)  842695 

A  wholly  owned  subsidiary  of  William  Ransom  &  Son  pic 


the  y<fj-R\<ks 

or 

Else. 


Discerning  pharmacists 
stock  Joy-Rides  just  m  case. 

Because  they're  the  only  travel  sickness 
tablets  specially  for  children.  And  they're 
being  advertised  throughout  the  year. 

Jog-Rides 


The  natural 
shape  for  feeding 


POST  THE  COUPON  FOR  DETAILS  TODAY,    breast  feeding. 


I        NUK  teats  are  a  little  unusual.  And        No  other  teat  comes  dose. 

for  the  best  reasons  in  the  world.  Which  is  why,  in  the  age  of  'breast 

I       The  shape  of  the  NUK  teat  is  the      is  best',  NUK  soothers  and  teats  for 
shape  of  a  mother's  nipple  when  it's      bottles  are  a  woridwide  sales  success, 
inside  the  baby's  mouth  during  breast       Now  comes  your  sales 
feeding.  NUK  is  the  only  teat  to  opportunity.  The  unique  NUK  teat  is 

r    promote  the  same  natural         .         being  heavily  promoted  to  medical 
suckling  action  as  ^^JBH^  recommenders  and  mothers-to-be. 

■  Soon  customers  will  be  asking  you 

■  for  NUK  teats  by  name.  And  once 
W  . you've  tasted  success  with  NUK 
'  teats,  you'll  be  even  more  interested 
in  the  extra  profits  you  can  make  from 


o 
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FIRST  CHOICE 
IN  MIGRAINE  CONTROL 


NON-ERGOT  AMINE 


Counter  prescribe  with  confidence  for  your  patients 

How  to  use  Migraleve.  Two  Pink  Migraleve  should  be  taken  immediately  an  attack  is  suspected.  If  after  four 
hours  the  migraine  has  developed  or  persisted,  two  Yellow  Migraleve  should  be  taken.  The  'Yellow'  dosage  may 

be  repeated  at  four-hourly  intervals  if  necessary. 


Another  guaranteed  product  from  International  Laboratories  Limited  Wilsom  Road  Alton  Hants  GU34  2TJ 


